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Over $20,000.00 


A Year??? 
What's the Secret?? 


Of course you have heard that Franklin Life representatives have 
earnings far above the average for the industry as a whole: 

And perhaps you have read the figures with a skeptical grin. But 
don’t ask us to prove our figures—because if you do, we will. We just 
love to prove that during 1947: * 

Our top 100 representatives averaged cash earnings of $20,917.99 
The tenth man earned $35,569.70 

The twenty-fifth man earned $24,250.30 

The thirty-fifth earned $20,122.34 

The fiftieth earned $16,398.32 

The seventy-fifth earned $13,539.76 

And the hundredth earned $10,958.27 

There is no secret to these wonderful earnings. Any Franklin man 
will tell you that the formula is: exclusive contracts which are com- 
pletely non-competitive; friendly home office cooperation which makes 
any representative feel free to write direct to the President about his 
problems; and a most generous commission schedule. Prosperous, 
happy sales representatives are one reason why the Franklin is the 
most spectacularly growing life insurance company in America today. 


*Based on reports to the Collector of Internal Revenue 
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DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legai Reserve Life Companies in America 
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Summarize Life 
Insurance Angles 
in New Tax Bill 


House Approval 
Forecast, but Senate 
Action Unlikely 


Reais 


WASHINGTON — The general tax 
revision bill, which has been in process 
of consideration and drafting for a num- 
ber of week before the. House ways 
and means committee and with the co- 
operdtion of the joint congressional com- 
mittee on internal revenue taxation, was 
ordered reported late last week by the 
former committee. 

Scheduled for action in the House this 


its passage by the Senate at this session, 
the bill contains a number of provisions 
approved by life insurance interests. A 
| summary of some of the important 
amendments proposed by the bill to ex- 
| isting lew, issued by Ways and Means 
Chairman Knutson, in part follows: 





Insurance Under Estate Tax 


Life Insurance Under Estate Tax. 
The bill eliminates the “premium pay- 
ment” test as a determinative basis for 
including insurance on a decedent’s life 
| payable to specific beneficiaries in the 
decedent’s gross estate. Under existing 
law insurance on a decedent’s life pay- 
able to specific beneficiaries is taxable 
either (a) if the decedent at the time of 
his death possessed incidents of owner- 
ship, or if, (b) and to the extent that 
the decedent paid the premiums on the 
policy directly or indirectly. The bill 
eliminates this latter test. 

Marital Deductions in Case of Life 
Insurance or Annuities. The bill amends 
section 811 (e)(1)(G) of the internal 
revenue code by extending the marital 
deductions under the estate tax to life 
insurance optional settlements where 
(a) the proceeds of insurance on the 
life of the decedent are left at interest 
and (b) a surviving spouse (1) is en- 
titled for life to all such interest pay- 
able annually or at more frequent in- 
tervals and (2) has power to appoint- 
ment to himself or his estate the en- 
tirety of the proceeds. Under the pres- 
ent law the marital deductions created 
by the tax reduction bill of 1948 are 
available only in a situation where some 
part of the principal is to be invaded 
each year. 


Annuities Under Income Tax 


Annuities under the income tax. The 
bill revises the present formula applied 
to annuities under the individual income 
tax by eliminating the so called 3% 
tule which excludes from taxable income 
the portion of the annual receipt in ex- 
cess of 3% of the price the annuitant 
| mid for the annuity. The bill substi- 
tutes for this exclusion determined under 
73 rule a constant yearly exclusion 
which will add up to the amount of the 
annuitant’s consideration if he lives out 
his life expectancy. Like the present 3% 
tule.the new formula will apply both to 
purchased annuities and those paid un- 
der _contributory pensions and _ profit 
sharing plans operated by government 
agencies and private industries. 

Pension and Profit Sharing Plans. 
Inder the present law pension benefits 
or death benefits paid to a survivor- 
beneficiary under a pension or profit 
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week, but with conditions doubtful of: 


Mass. Mutual Holds 3-Day 


Rally at French 


FRENCH LICK, IND.—With 398 
qualifiers and a total convention party 
of more than 600, = 
Massachusetts Mu- 
tual Life held its 
sixth Leaders Club 
convention here, 
scoring as the “best 
yet” with those at- 
tending. 

President Alex- 
ander T. Maclean, 
in his opening ad- 
dress, paid high 
tribute to George 
E. Lackey, general 





agent at Detroit, ; = 
who recently died. A. T. Maclean 
He said that 


Massachusetts Mutual earned a higher 
rate of interest in 1947 than in 1946, 
earning 3.13% as against the average 
for 28 of the leading companies of 
2.94%. The mortality rate is low. Extra 





Cc. O. Fischer 


L. J. Kalmbach 


reserves of over $29 million have been 
built up during the last few years so 
that whereas 10 years ago in order to 
keep the company solvent it would have 
been necessary to earn 3.6%, today the 
figure is slightly under 2.9%. 


Summarizes First Four Months 


Mr. Maclean summarized the record 
of the first four months of 1948, which 
shows mortality experience is slightly 


higher than a year ago, group annuity , 


premiums are ahead, the yield on bonds 
and stocks show a steady improvement, 
and interest rates seem to be tending 
slightly upwards. 

Discussing the relationship between 
the field force and the company, Mr. 
Maclean said he did not know an officer 
of any life company who is not entirely 
in sympathy with the agent and that the 
Life Insurance Assn. of America and the 
American Life Convention are on rec- 
ord as being in favor of placing agents 
under the old age income benefit of 
social security. He said that a resolution 
of the L.I.A. was proposed by ‘him 
and adopted unanimously. This was fol- 
lowed up by a visit to and hearings at 
Washington, where “good men argued 
for it and the life companies did all they 
could.” 

“The real job that we all have and 
that will result in a continuous advance- 
ment of the life insurance agent, is to 


Lick 


cooperate with one another in our efforts 
to maintain a high-grade, well-informed 
corps of agents,” he said. “That will 
help you more than anything else, and 
if every Massachusetts Mutual agent 
who enters someone’s office would leave 
behind him the impression of something 
high-grade, someone who knows his job, 
and someone who can give intelligent 
advice, then we would have made real 
progress.” 

Mr. Maclean praised the high char- 
acter of the field organization and the 
contribution that it is making, saying 
that “we can assure you that we intend 
to continue to operate the Massachusetts 
Mutual so as to produce a sales organ- 
ization carefully selected, adequately 
trained and with all the cooperation and 
an that good business practice justi- 

es. 


L. J. KALMBACH 


Leland J. Kalmbach, vice-president, 
said the agents can be proud of the 
fact that of the seventeen companies 
having more than $1 billion of ordinary 
in force, only two in 1947 had lower 
first-year lapse rates than Massachusetts 
Mutual, and that its efficiency is indi- 
cated by the fact that of the seventeen 
mutual companies which limit their ac- 
tivities almost entirely to ordinary, only 
two had lower home office salary unit 
costs in 1947. He mentioned the com- 
pany’s remarkably low rejection rate 
of 1947, only 2% by volume—particularly 
good since neither substandard nor 
brokerage business was discouraged, 
and certainly proof that the company 
gives broad underwriting service. He 
said the company is now retaining sub- 
stantial amounts of substandard business 
and retention limits will be increased 
as volume of substandard business ex- 
pands. 

Speaking of the attitude of the com- 
pany regarding brokerage business, he 
said, “We are receiving more and more 
business from the agents of other com- 
panies and we have no desire to dis- 
courage such business.” Questionable 
cases will be investigated carefully in 
order to avoid adverse mortality at the 
expense of other classes of policyhold- 
ers. 


Non-Medical Liberalizations 


Discussing new developments, Mr. 
Kalmbach spoke of the liberalizations 
in Massachusetts Mutual non-medical 
rules, The new series of juvenile policies 
for states other than New York will 
provide for full benefit at age 1 with 
one-fourth of the ultimate amount being 
effective for a period of one year under 
policies issued at age zero. The company 
now considers juvenile lives down to one 
day of age in lieu of the former mini- 
mum of one month, and will issue payor 
insurance providing for waiver of pre- 
miums in event of death or disability of 
the applicant, in addition to the “death 

(CONTINUED ON PAGE 20) 














sharing plan approved under the terms 
of section 165(a) of the code, or a pen- 
sion plan of the federal, state or local 
government is included in the estate tax. 
Under the provisions of this bill 
amounts paid to the surviving beneficiary 
under (1) private pension, annuities, 
profit sharing or stock bonus plans 
which meet the requirements of section 
165(a), or (2) pensions, annuities, or 
retirement plans of the federal, state 
or local governments are exempt from 
the federal estate tax. This exclusion 
extends to death benefits as well as the 
survivors’ rights under an annuity. The 


bill also excludes from the gift tax the 
designation of the employe’s surviving 
beneficiary. This, like the estate tax 
exclusion, is available only to benefici- 
aries under (1) “approved” private pen- 
sions, annuities, profit sharing or stock 
bonus plans, or (2) pension annuities or 
retirement plans of the federal, state or 
local governments. The bill also includes 
technical amendments dealing with the 
income tax treatment of plans which 
qualify under section 165 (a) of the 
code and a further amendment which 
relates to a number of unqualified 


plans. 


Forum Clears Air 


as Agents, Officers 
Talk Turkey in N. Y. 


Need for Social Security, 
Pensions, Stressed in 
Questioning Experts 


NEW YORK-—Surpassing the hopes 
of some of its most ardent supporters, 
the town forum sponsored by the Board 
of Field Underwriters of the New York 
City Life Underwriters Assn. in this city 
attracted an audience of approximately 
750 of which the greatest majority were 
agents. The hottest issues were social 
security and pension plans for agents, 
the right of the agent to a lifetime re- 
newal commission, and whether or not 
top company management is aware of 
and responsive to the field man’s prob- 
lems. 

The board of experts answered every 
question thrown at it with complete 
frankness and no hesitation. Laurence 
J. Ackerman, dean of the school of busi- 
ness administration, University of Con- 
necticut, acted as moderator and broke 
up the arguments when they became too 
heated. e threw the questions about 
from one panel member to the other, 
gave everyone a chance to speak, and 
if he didn’t think the answer was com- 
plete enough, asked for more. 

About the only criticism heard of the 
meeting was the comment, “It should 
have been held sooner.” The New York 
association made a recording of the en- 
tire program. 

high tempo of interest was main- 
tained all afternoon. An intermission 
was taken midway through the meeting 
and after that all questions came from 
the floor. No speeches were made and 
the panel members had no knowledge of 
what the questions would be. 


Members of the Panel 


The panel members represented every 
phase of the industry, they were: Law- 
rence L. Lifshey, New York Life, presi- 
dent New York City Assn.; George P 
Coleman, Massachusetts Mutual, chair- 
man New York City cooperation com- 
mittee on part-time agents; David B. 
Fluegelman, Northwestern Mutual, New 
York City, president New York State 
Life Underwriters Assn.; H. Cochran 
Fisher; Aetna Life, Washington, chair- 
man N.A.L.U. committee on compensa- 
tion; Leon G. Simon, Equitable Society, 
past president New York City Assn.; 
Simon D. Weissman, Equitable Society, 
Boston, chairman N.A.L.U. committee 
on field practices; Charles J. Zim- 
merman, assistant managing director 
L.I.A.M.A.; Dean Ackerman; James E 
Bragg, Guardian Life, educational vice- 
president New York City Assn.; Eugene 
M. Thore, general counsel Life Insur- 
ance Assn. of America; James E. 
Rutherford, executive vice-president 
N.A.L.U.; Holgar J.. Johnson, president 
Institute of Life Insurance; and Clancy 
D. Connell, Provident Mutual, New 
York City, past president N.A.L.U. 

A digest of the questions asked, the 
name of the person answering them, and 
the answers given follow: 

Question: Do you think that top 
company management is aware of the 
field man’s problems and responsive to 
his point of view? Zimmerman: On the 
whole, agency vice-presidents particu- 
larly are very cognizant of thé agents’ 

(CONTINUED ON PAGE 8) ; 
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L.O.M.A. Graduates Hear 
Talk on Underwriting 





NEW YORK—With the low rate of 
interest and the high rate of expense, 
companies must lean more on mortality 
profits as a source of surplus, A. C. 
Webster, manager of selection of Mu- 
tual Life, said in a talk at the seminar 
of the Society of L.O.M.A. Graduates. 
He wondered whether the industry at 
large has a real idea of the over-all effect 
of the new CSO table. Life men are ac- 
customed to talk about mortality ratios 
around 50% of expected. Are they 
ready to accept a mortality running be- 
tween 70 and 80% without beginning 
to think that selection is out of line? 

The selection man has been unjustly 
accused of undue conservatism, Mr. 
Webster believes. Upon his judgment 
may depend hundreds of thousands of 
dollars, and there has been experimental 
underwriting. He pointed to the insur- 
ance of diabetics, a group considered 
completely uninsurable a few years ago. 
It is a very rare case of physical im- 
pairment where insurance cannot be 
granted on some terms, he said. The 
applicant may rather not have insurance 
than pay the premium asked but at least 
the companies are willing to make an 
offer. 


Improved Occupational Mortality 


Another contribution to improvement 
in the death rate has been in occupational 
mortality, due to industrial medicine 
and safety engineering, where great ad- 
vances have been made. 

Mr. Webster is skeptical about the 
adequacy of some aviation rates com- 
panies now are charging. He is not 
concerned about the scheduled airline 
pilots but said that the effect of ex- 
tremely high speeds in jet propulsion 
may prove deleterious to pilots over a 
period of years. The increase in private 
flying has not been as extensive as was 
expected, probably due to the high cost. 

Variations in mortality within the 
country are considerable, he said. There 
are still higher than average death rates 
in the south and as much as 20 points 
difference in mortality between the best 
group and the worst. This is still a 
puzzle to underwriters in many respects. 

In connection with rising expenses, 
one or two companies have been experi- 
menting with the elimination of inspec- 
tion reports on small cases, he said. The 
problem is whether the adverse infor- 
mation which selection men fail to 
get produces a mortality greater than 
the cost of getting the inspections. The 
better training of agents, and the effort 
to take him into the confidence of selec- 
tion men will benefit selection in the 
long run, he said. 

While sulfa drugs, streptomycin and 
penicillin have helped, they have made 
no inroads on the two main causes of 
death, heart disease and cancer. For 
acute infections these improvements are 
a slow process and the large decrease in 
the rate of mortality of the general pop- 
ulation over the last 30 or 40 years has 
been gradual. 

He suggested that sometimes more at- 
tention is paid to these discoveries, pos- 
sibly because they are more dramatic, 
than a long range and possibly more 








Phila. Leads Big Cities 


Among the large cities, Philadelphia 
showed the greatest rate of increase in 
new business for April, with a gain of 
14%, according to L.I.A.M.A. Cleveland 
was second with a gain of 4%, while 
Philadelphia led for the first four months 
with a gain of 6%. Following are the 
percentage gains, the first figures being 
for April and the second for the first 
four months: Boston, -15 and -15; Chi- 
cago, -1 and 1; Cleveland, 4 and 3; 
Detroit, 1 and 5; Los Angeles, 3 and 0; 
New York City, -3 and -3; Philadelphia, 
14 and 6; St. Louis, -6 and -1. 





worthwhile projects such as the heart 
studies being made by the Life Insur- 
ance Medical Research Fund. Also, ad- 
vance in medical science does not neces- 
sarily affect the older members of the 
population to the same extent as the 
younger. 

There has been a gradual improvement 
in mortality due to public health meas- 
ures, he said, and pointed to the free- 
dom from epidemics. 

With better economic’ circum- 
stances, mortality tends to improve, he 
suggested, because of better nutrition 
and availability of medical care. 








Saskatchewan Puts Squeeze 
On Private Insurers 


REGINA—That the socialist govern- 
ment in Saskatchewan intends to put 
the “squeeze” on private insurers and 
force them out of business here is re- 
vealed in a letter from a Saskatchewan 
government official to an applicant for 
license to sell government life insurance, 
which says it would appear possible to 
cut down the number of licenses issued, 
either by having the superintendent of 
insurance refuse to grant them, in which 
case the various companies recommend- 
ing the appointment would have some- 
thing to say in the matters, or “to_pro- 
mote the sale of Saskatchewan govern- 
ment insurance to the point where the 
200-odd companies do not feel it worth- 
while to have agencies representing 
them in the many towns of Saskat- 
chewan.” 

Hon. O. W. Valleau, minister in 
charge of the government insurance of- 
fice, says no threat to the agents has 
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In our profession there are 
failure... 


succeeded believe in it... 


sale . . . and you often will! 








USE IT — FORGET IT! 


one for success. Analyze those who have failed 
and you'll find that many either didn’t believe in the law of 
averages or they had too much faith in it. You who have 
somewhat. 


Successful men use the law of averages to plan their work 
schedule and then forget about it. Yes, they forget that by 
making a certain number of calls they are bound to make a 
given number of sales as soon as they have scheduled the calls. 


Forget that this is prospect number 3 on your list for today, 
and if he doesn’t buy, number 4 or 5 or 6 will. Consider him 
as an individual, as a person with a special problem, one who 
loves his family and one who must do something immediately 
about his protection needs. Put your heart into every inter- 
view, fight, sweat, get mad if you must, but try to make that 


Insurance in Force— April 30, 1948 — $359,745,358 


been implied, but he makes it plain that 
it is the government’s intention to place 
private companies in the position where 
they would be “unwilling or unable to 
further compete with a socially-owned 
insurance office.” 

However, if it is ever discovered that 
an agent has been refused a license for 
not turning business over to the gov- 
ernment insurace office, all the financial 
resources of all the private companies in 
the province will be placed at the dis- 
posal of the agent or agents to fight 
the matter in the courts. 


Atlanta Assn. Hits 
Gearheart Resolution Again 


The Atlanta Life Underwriters Assn. 
has adopted another resolution urging 
that commission-compensated life insur- 
ance agents be made subject to’ social 
security on an employer-employe basis. 
It attacks the Gearhart resolution as ex- 
cluding agents and attempting to re- 
classify them erroneously as indepen- 
dent contractors or self-employed. The 
resolution takes issue with the Gearhart 
resolution’s claim to maintaining the 
“status quo” and expresses the belief 
that this is false and misleading and that 
the only way to maintain the “status 
quo” is to reject such “subterfuges” as 
the Gearhart measure. 








Wilson P. Graham of the Marsh 
agency of Lincoln National Life in 
Washington, D. C., celebrated his first 
anniversary in the life insurance busi- 
ness by qualifying as a member of the 
1948 Million Dollar Round Table. He 
placed 34 cases for $1,176,000. He is 
the agency’s fifth qualifier. 





Cuna Mutual was granted a 99-lease 
on a portion of the new Credit Union 
National Assn. building at Madison in 
return for payment of $150,000 contri- 
bution to the cost of the structure. 
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_of Florida already has such 


McCutchin Elected 
Florida President 


Seek More Life Insurance 
Courses at Universities 
and Colleges 


ST. PETERSBURG, FLA.—Florid, 
Assn. of Life Underwriters at its annual 
meeting here elect. 
ed as president, |, 
E. McCutchin 
Pensacola, Gulf 
Life. New vice. 
presidents are Phil. 
lip Schanz, Pensa. 
cola, Equitable 
Society; Jack 
Knight, —_ Jackson. 
ville, Union Cen. 
tral, and R. A, 
Patrick, Lakeland, 
Pan-American 
Life; national com- 
mitteeman, R. B, 
Walker, Hollywood, New York Life (re- 
elected); secretary, F. L. Cooke, Ocala, 

The association launched a movement 
for inclusion of life insurance courses 
at Florida universities and _ colleges, 
These will be offered both as class room 
and correspondence courses, University 

, a cour 
President C. Alexander Smith told the 
convention. Several other state schools 
will include the courses next fall. Mr, 
Smith said members of the life agents’ 
group and home office men will be called 
on to assist in the furtherance of these 
courses as special lecturers. 


Larson Promises A. & H. Cleanup 


Commissioner Larson, speaking at the 
banquet, promised that his department 
will shortly call on certain insurers, 
principally in the A. & H. field, to 
“clean up their houses, or we will do 
it.” Mr. Larson said the state life group 
has given his office the closest coopera- 
tion in writing into law a model code 
for life insurance and thanked the asso- 
ciation for its aid in putting into effect 
the new agents qualification law. 

Sales congress speakers were J. E. 
Acuff, first vice-president of Life & 
Casualty, on “Distribution of the In- 
surance Dollars”; John A. Witherspoon, 
vice-president and director of agents 
Volunteer State Life and past president 
of N.A.L.U. on “We Sell Money,” and 
W. H. Trentman, executive vice-presi- 
dent of Occidental Life of North Caro- 
lina on “Failure.” 

The Quarter Million Dollar Round 
Table considered a proposal for dissolu- 
tion and setting up a new organization 
to be known as the “Leaders’ Round 
Table,” which would take in industrial 
agents with high production records. 


C.L.U. and Managers Elect 


The Florida C.L.U. Chapter discussed 
ways and means of encouraging more 
agents to take the C.L.U. courses. It 
was host to the convention at a break- 
fast the closing day with Alfred J. 
Lewallen, Mutual Benefit Life, Miami, 
as the speaker. 

The C.L.U. group elected Thomas E. 
Gray, Tampa, Penn Mutual Life, presi- 
dent. Vice-presidents are Arch Cassidy, 
Jacksonville, Equitable Society, and 
Robert Patrick, Lakeland, Pan-Ameri- 
can Life; secretary-treasurer, Ned Pat- 
ten, Tampa, Equitable Society. 

At the meeting of the Managers & 
General Agents Assn. Jack Knight, 
Jacksonville, Union Central Life, spoke 
on “Selection and Training of Agents as 
Affecting Public Relations.” Walter 
Pierce, Miami, Massachusetts Mutual, 
newly elected president, discussed “The 
Manager’s Goal.” Vice-presidents elected 
are Wayman L. Dean, Jacksonville, Life 
& Casualty, and Thomas Gray, Miami, 
Penn Mutual; secretary, Winston Wynn, 
Miami, Connecticut General. 

The membership trophy for the great- 
est gain during the year was awarded 
to Daytona Beach. That city also was 
selected for the 1949 convention. 
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Insurers Altering 
Surgical Benefit 
Schedule Structure 


NEW YORK — Current | surgical 
schedules are badly out of line with 
present day surgical costs, and policy- 
holder demand for better insurance pro- 
tection in this field has been steadily 
increasing, Henry W. Wenning, partner 
in Martin E. Segal & Co., group insur- 
ance and pension consultants, said in a 
lecture at the City College, New York, 
school of business. His lecture covered 
factors affecting the cost of group insur- 
ance, welfare and pension programs 
being given at the school. 

Unless the demand for better protec- 
tion is met, Mr. Wenning predicted a 
swing toward self insurance of such 
benefits or the underwriting of them on 
a service basis. However, the group 
jnsurance industry has recognized the 
need and is moving quickly to meet it, 
he declared. 


Study of Surgical Bills 

Segal & Co. recently completed a 
study of more than 2,800 surgical bills 
occurring in a group of approximately 
48,000 insured. The survey revealed that 
on the average a standard insurer $1: 50 
schedule covered little more than 30% 
of the actual bills incurred by the Claim. 
ants. The differences between the 
amount provided by the schedule and 
the average actual cost of specific oper- 
ations ranged froma minimum of 86.9% 
toa maximum of 429.8% in the so-called 
low cost operations. 

It is noteworthy, however, he said, 
that when the standard schedule was 
increased in amount by 50% or by 100% 
in the study, the situation was not vis- 
ibly improved, while all of the opera- 
tions now calling for a small amount on 
the standard schedule remained under- 
insured by a considerable degree. ~The 
bills studied in the Segal & Co. analy- 
sis were almost uniformly for low in- 
come or medium income groups, and 
the conclusion was inevitable that an 
entire reconstruction of present surgical 
schedules is the only answer to the 
problem, he said. 


Inter-Company Study 

The seven largest companies in the 
group field recently completed an inter- 
company study covering more than 100,- 
000 surgical claims. Mr. Wenning said 
he understands that the claims studied 
fepresent actual file cases occurring 
March, 1946 to October, 1947. It is ex- 
pected that the study will result in new 
schedules more on the level with current 
needs. One major insurer already has 
agreed to write a completely new and 
more realistic schedule covering em- 
ployes in the getail drug industry of 
greater New York. The new schedule 
will become effective about July 1 and 
should provide leadership that will be 
followed by other companies. 

In his discussion Mr. Wenning said 
that the rates charged by insurers for 
group coverages generally are pretty 
“solid.” One exception is medical ex- 
pense benefits where insurers frankly 
are experimenting and there is an in- 
sufficient body of experience. Here there 
is a large percentage of the premium 
going for administration. Another is in 
the surgical benefit field where the rates 
are too high for the type of benefit 
being written. 


Pull Out of U.O.P.W. 


ST. LOUIS—With but one dissenting 
vote, insurance agent members of the 
CI.O. United Office & Professional 
Workers’ suspended local here voted to 
pull out of that organization and will 
petition for a new charter in C.I.O. 
United Paper Workers of America. 
The local claims a membership of about 
800 agents of four large industrial com- 
panies. It broke with its international 
because of the refusal of the parent 
group to comply with the Taft-Hartley 
act, its support of communism and 
Henry Wallace’s third party. 


XUM 


Vets Now Being Employed 
Prove To Be Good Agents 





Veterans employed as agents in the 
past year are developing into far better 
producers than those hired by compa- 
nies immediately after the end of the 
war. Most of the former have been 
working a year or more on other jobs 
and have had time to make a considered 
decision that they want to sell insurance. 
They are not jumping into the business 
because they think it is an easy way to 
make a living. 

They have had. sufficient time to ad- 
just themselves to civilian life just as 
they had to adjust their lives to meet 
service requirements. Their thinking is 
clearer, they are more stable emotionally 
and the period of instability that was 
experienced just after discharge has dis- 
sipated. 

A great many veterans have married 
since discharge and the corresponding 
increase in responsibilities has sobered 
them to the realities of working and 
supporting their families. 


Only Part of Selection 


The service record of a prospective 
agent is no longer so important and 
should only be considered along with 
matters such as family life, education, 
financial background and other factors 
in selection. During the period follow- 
ing the close of the war too many new 
agents were hired on their war records 
alone and a large number fell by the 
wayside. If these failures had been 
properly screened the managers who 
did the hiring probably would not have 
given them more than one interview. 

In the case of service men who had 
good insurance records before the war 
things were, and are, slightly different. 
They turned out well because they re- 


turned to an established clientele and a 
tested conviction in insurance as a ca- 
reer. The business was already in their 
blood and with a little retraining they 
picked up old habits of prospecting and 
selling. Sometimes they needed longer 
financial backing and longer pre-field 
training from the home office but they 
got themselves on their feet within a 
few months. 


Poor Original Selection 


Men who had limited experience or 
who were not top flight producers be- 
fore service have had and are still hav- 
ing difficulty. The first year back in the 
business was especially difficult for these 
men and mariy found that they could not 
stick it out. In general, these men made 
a poor pre-war showing. 

Not all agency men believe satisfac- 
tory agents can be made out of veterans 
with no experience. The basis of a suc- 
cessful agent is selection and training 
whether he is a veteran or not. If this 
is done properly he should be a good 
producer. Some managers and home 
office men blame veterans as a group 
for a few failures. Others think the 
real blame is on the men who hired the 
agent, for failure to select and then 
train, properly. 

One company, dealing exclusively 
with ordinary sales, found that veterans 
were better producers during their first 
year in the business than non-veterans. 
It made no difference in what age group 
these men fell, whether they were offi- 
cers or enlisted men or whether they 
had seen combat service. The company 
used a careful system of selection and 
training and did not do a wholesale job 
of recruiting. 
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a good risk. 


cantile business. 





Gold Rush Story 


In 1881 Ben Wiley became a Penn Mutual policy- 
We thought then that he was ‘a rugged man— 


Let’s look at the record. 


In 1850 Ben Wiley, grandson of a pioneer who had 
been killed by Indians, headed for California and gold. 
At age 20 he made the entire trip to the Coast on foot, 
walking the distance of some 2,300 miles. 
fought through three years of the Civil War and then he 


went to Indiana to engage in the quiet pursuit of a mer- 


At age 50 this rugged walker, gold miner, soldier and 
business man took out life insurance to provide $3,000 


of protection for his family. 


He was aged 76 when he died in 1906. When he in- 
sured in 1881, the Company judged him to look like a 


good risk. We still think he was. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Later he 
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North Central 
Round Table 


Plans Ready 


Plans for the North Central Round 
Table of the Life Insurance Advertisers 
Assn., June 17-18 at the Edgewater 
Beach Hotel, Chicago, have been an- 
nounced by Kenneth K. Wunsch, North- 
western National Life, chairman of the 
meetings. Topic for the sessions is 
“Briefing for Tomorrow’s Problems.” 

The 1947 best of industry direct mail 
campaigns will be displayed during 
registration the first day. 

Mr. Wunsch will preside at the lunch 
and C. Russell Noyes, president of 
L.A.A., will speak on the “Challenge of 
New Heights.” Afternoon speakers are 
Arthur W. Theiss, on “What About 
Costs?” and Samuel P. Hart, sales man- 
ager of the photo-fact division of R. R. 
Donnelley & Sons Co., on “More far 
Your Printing Dollar.’ Albert N. 
Beardshear will conduct a panel discus- 
sion of “One Way I’m Stretching My 
Advertising Dollar in 1948,” and Lillian 
Gilster will act as moderator for another 
panel on “One New Idea That’s Click- 
ing for Me in 1948.” Following will be 
a period of general participation before 
adjournment. 

J. Evans will start the Friday ses- 
sions with a talk on “Trueing Our Aim.” 
Arthur C. Daniels, executive assistant of 
Institute of Life Insurance, will speak 
on “The Public Looks at Life Insur- 
ance.” Harold Allen of Fidelity Life 


Assn. will speak on “The Targets, 
Trends and Temptations of One Life 
Advertiser.” Mr, unsch and Howard 


J. Burridge, president of the National 
Underwriter Co., will criticize contem- 
porary insurance trade journal news re- 
leases. Herman A. Seeley, financial edi- 
tor of the Chicago Daily News will dis- 
cuss “Reading the Editor’s Mind.” 

The executive committee will hold a 
meeting the day before the sessions 
open. 


Mail Subsidy Hike May 
Obviate RFC Loan to TWA 
to Pay Equitable Society 


WASHINGTON — An RFC spokes- 
man said it has not acted on the re- 
quest of Trans-World Air Lines for 
a $10 million loan to meet an install- 
men payment on a loan from Equitable 
Society. The request was in the form 
of a letter, not a formal application. 

Meanwhile the civil aeronautics board 
issued an order fixing rates on air-mail 
carried by TWA which some interpret 
as a subsidy. The rate for trans-Atlan- 
tic mail is 60 cents per plane mile on the 
basis of 30,000 miles per day for the 
period beginning May 1, 1948. The 
board’s order also determined a trans- 
Atlantic rate for TWA to yield a to- 
tal of $2,065,000 for service during the 
period Jan. 1-April 30, 1948. 

A government source suggests the 
CAB order may render an RFC loan 
unnecessary. 


Article in “American” Takes 
Up Life Insurance Needs 


An article on “How Much Life Insur- 
ance Should I Carry?” appears in the 
“Family Money” column of the June 
issue of “American Magazine.” The au- 
thors, Mary Berkeley Finke and Helen 
Knox, in answering an inquiry by a 
reader as to the adequacy of his family 
savings and insurance program, write: 

“It may take several years to build 
up the insurance coverage you wish to 
establish. The wisest course is, after 
careful study of your financial situation, 
to work out the best program you can 
afford today, for your most pressing 
family needs. You can add other types 
of policies on a gradual scale as your 
income permits.’ 

It lists six basic needs for which life 
insurance is required. 
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Parkinson Attend 
Los Angeles Rally 


Equitable Society held a unit manag- 
ers school at Del MaMr and a “Par for 
Parkinson” meeting in Los Angeles.‘ 

The Del Mar school was for unit man- 
agers in California, Arizona, New Mex- 
ico and West Texas, presided over by 
Alvin Dalager, second vice-president. 
Instructors were C. B. Metzger, director 
agency training; F. R. Amthor, chief of 
agency training; R. C. Yohe, agency as- 
sistant, and C. M. Letton and G. P. 
Sweeney, instructors, all from the home 
office. 

The school was the third of its kind 
held by the company, and the fourth 
now is in session at Galveston, Tex. 

Arthur P. Carroll, director of agencies 
southwestern department, and Kellogg 
Van Winkle, president Southwestern 
Managers Assn., both of Los Angeles, 
attended. 

The “Par for Parkinson” meeting 
honoring President T. I. Parkinson, for 
the 11 western states comprising the 
southwestern and northeastern depart- 
ments, was held here. A breakfast meet- 
ing, for “Par Excellence” delegates was 
held with President Parkinson present, 
as well as presidents of the two manag- 
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erial associations. A managerial break- 
fast was held for agency managers and 
general agents. : 

managerial meeting was attended 
by President Parkinson, agency manag- 
ers, general agents, assistant agency 
managers, district managers and unit 
managers. 

Sessions concluded with a luncheon 
meeting for the par excellence delegates. 
par agents, home office officials and 
others attending. 

Vice-president V. S. Welsh accompa- 
nied President Parkinson. 


Phelps Olds Resigns 


Phelps Olds, who for the past two 
years has served as executive manager 
of New York City Life Underwriters 
Assn, has announced his resignation, ef- 
fective by June 30. 

Mr. Olds disclosed that upon termi- 
nation of his duties he will take an ex- 
tended tour to the west coast with his 
wife. He expects to return to New 
York in the fall and enter the field of the 
distribution of 16-mm. educational mo- 
tion picture films. This will be in line 
with his many years of experience in the 
motion picture industry prior to his as- 
sociation with the agents’ group. 

Mr. Olds’ successor has not yet been 
named. 





Day Got Ia. Assn. 
O.K. for Trustee 


Newell C. Day, Equitable of Iowa, 
Davenport, retiring president of the 
Iowa Life Underwriters Assn., was en- 
dorsed for national trustee at the state 
association’s annual meeting at Daven- 
port with but a single dissenting vote, 
contrary to the information in the report 
of the state meeting which appeared in 
the May 21 issue of THE NATIONAL 
UNDERWRITER. 

Charles A. Kuttler, national commit- 
teeman of the Davenport association, has 
pointed out that there was no deadlock 
over the two trustee candidates, Mr. Day 
and C. V. Shepherd, National Life of 
Vermont, Cedar Rapids. He says that 
a mail vote in January, in accordance 
with the state association’s constitution, 
was taken on the question of endorsing 
Mr. Day and that of. the 15 local asso- 
ciation state committeemen, who ex-offi- 
cio are directors of the state associa- 
tion, 11 voted for endorsement, with 
no replies from four. This constituted 
an endorsement of Mr. Day by the Iowa 
association and its secretary has so cer- 
tified to the National association’s nomi- 
nating committee. 
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until the beneficiary is age 65. 


INSURANCE COMPANY 
OF AMERICA 


If Dad should pass away be- 
fore they grow up, Mother 
may be eligible for Social Se- 
curity Benefits. But when the 
children are older, those ben- 
efits stop — and won’t begin 
again until she reaches age 
65. How will she get along 
during this “in-between” pe- 
riod? 


Prudential Representatives 
have the answer in their Tem- 
porary Income: policy. It 
bridges the gap with an in- 
come that starts at the death 
of the insured and continues 


The cost is surprisingly low— 
and dividends have been most 
attractive. 


NEWARK, N. J. 











However, at the state meeting in Da. 
venport when the secretary read to the 
delegates his report, which included this 
endorsement, it was challenged from 
the floor. The debate which followed 
was on accepting the secretary’s report 
and if accepted would confirm the pre- 
vious endorsement of Mr. Day. When 
the question was put to a vote the re. 
port of the secretary was accepted by 
association delegates with only one dis. 
senting vote. 


Linton and Folson Fight 
Disability Plan with OASI 


WASHINGTON—M. Albert Lint 
president of Provident Mutual Life, aa 
Marion Folsom, chairman U. S. Cham 
ber of Commerce social security com- 
mittee, reportedly have filed minorj 
views opposing the social security ad- 
vasory council’s recent recommendations 
for disability coverage in connection 
with old-age and survivors insurance, 

The only insurance man on the coun- 
cil, Mr. Linton holds disability should 
not be tied in with OASI. Industry 
members say such tie-in would cause 
serious complications, in view of the 
experience of the industry in servicing 
disability policies, losses sustained, etc, 

The social security council’s report 
has not yet been released, though ap- 
proved by the Senate finance committee, 

The House ways and means committee 
Monday approved the report of its so- 
cial security subcommittee for limited 
social security revision to include state 
and local government employes and 
non-profit organizations’ employes un- 
der OASI on a voluntary basis. 


United Benefit Names 
Luedtke at McCook, Neb. 


Woerner Luedtke has been appointed 
manager of a new agency of United 
Benefit Life and Mutual Benefit H. & A, 
at McCook, Neb. He joined the Lincoln, 
Neb., agency in 1940. 











Nicosia Oswego Head 


Frank C. Nicosia of Buffalo, assistant 
manager of Metropolitan Life’s Lake 
Erie district 1930 to 1944, has been 
named manager of Metropolitan’s Os- 
wego district. He started with the com- 
pany in Buffalo 23 years ago. For the 
last four years he has been a field train- 
ing instructor at the home office. 


Vote Five Year Extension 


WASHINGTON—The House veter- 
ans affairs committee reported favorably 
a’ bill to extend for five years National 
Service Life level premium term poli- 
cies. 


Erwin with OklasDepartment 


John W. Erwin, recently graduated by 
Oklahoma University law school, was 
appointed an assistant to the Oklahoma 
commissioner. J. F. Gibson, another as- 
sistant has resigned and soon will be- 
come associated with the legal depart- 
ment of Allied Material Corp. in charge 
of insurance. 


Prudential Opens New Branch 


Prudential has opened an office in 
Wilson, C., operated as a branch 
of the Charlotte agency. T. Byron Don- 
aldson is assistant manager in charge. 

Mr. Donaldson joined Prudentiab in 
1934. He has been with the Charlotte 
agency as assistant manager since early 
last year. Before that he was assistant 
manager for a year of the Times Square 
(New York City) agency. 


Dr. Dan M. McGill of the University 
of Tennessee has been named Julian 
Price associate professor of life insut- 
ance in the school of commerce of Uni- 
versity of North Carolina. He is the 
first to hold the professorship, recently 
established by Mrs. Joseph McKinley 
Brown and Ralph C. Price, as memoria 
to their father, the late Julian Price, 
chairman of Jefferson Standard Life 
and Pilot Life. 
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HOLU Head Talks 
on Substandard 
Classifications 


The important role that competition 
plays in the arrangement of substandard 
premium classes 

was pointed out by 
W. O. Menge, vice- 
president of Lin- 
coln National Life, 
in’ his presidential 
address at the an- 


nual meeting of 
the Home Office 
Life Underwriters 


Assn. at Montreal. 
For example, if a 
certain class of ap- 
plicants is actually 
composed of two 
groups, one having 
an estimated extra 
mortality of 100% and the rest 200%, a 
company that separates the two groups 
and treats them as such, charging 100% 
extra mortality for group 1 and 200% 
extra mortality for group 2, will tend to 
get more of the group 1 risks as com- 
pared with another company, using a 
less refined premium schedule and 
broader underwriting classes, which 
combines the two groups into one and 
assigns a rating of 150% to the entire 
class. The second company would get 
more of the group 2 risks, because the 
latter would be charged less than their 
real hazard would warrant. 

Mr. Menge pointed out that while 
competition tends to penalize the com- 
pany with the broader classification 
schedule, there are also disadvantages 
to relatively narrow limits for under- 
writing classes, for these involve in- 
creased difficulty in evaluating the risk 
when this ‘must be done with consider- 
able refinement. Other problems are 
magnified, particularly the task of con- 
sidering adjustments and ratings from 
time to time. In determining substand- 
ard premium classes, there must be a 
compromise between absolute accuracy 
and practical expendiency. 


Must Have Many Abilities 


The home office underwriter, said Mr. 
Menge, must have many different types 
of ability — a working knowledge of 
some aspects of actuarial science, some 
training in medical terminology, and the 
significance of medical impairments, and 
in addition must be a diplomat capable 
of withstanding pressure from the field 
while still maintaining the friendship 
and cooperation of the agency force. He 
must have in mind the moral rights of 
new applicants and must also protect 
the interests of old policyholders. In 
addition to this he must be a student of 
human nature so as to properly weigh 
and assay the intangible elements in se- 
etng risks as they are presented to 
im. , 
Mr. Menge expressed gratification at 
the recent announcement that the Home 
Office Life Underwriters Assn. in co- 
operation with the Institute of Home 
Office Underwriters has arranged for a 





iw. 0. Menge 


syllabus of study material on underwrit-. 


ing principles which will serve as a 
guide to the younger underwriters. He 
expresed pleasure that Pearce Shepherd, 
vice-president of Prudential, was head- 
ing this joint committee. 

The association elected the slate 
Printed in last week’s issue. thev being 
A. P. Morton, Prudential, president; G 
W. Cheney, Phoenix Mutual, and A. C. 
Webster, Mutual Life, vice-presidents; 
T. K. Dodd, Connecticut Mutual, sec- 
retary; M. L. Cleaves, Home Life of 
New York, treasurer; H. A. Houghton, 
John Hancock, editor, and R. T. Sex- 
ton, Connecticut General; H. F. Grundy, 
Sun Life of Canada, P. K. Frazer, 
Northwestern Mutual, and Edward 
Ruge, Guardian Life, council members. 


Capitol to Have 4 Rallies 


In place of a general company con- 
vention, Capitol Life this year is hold- 





XUM 


ing regional meetings for its four divi- 
sions as follows: Northwestern, Seattle, 
Aug. 2-4; California, Ventura, Cal., Aug. 
9-11; central, Colorado Springs, Oct. 
17-19; southwestern, Santa Fe, Nov. 7-9. 
There will be a general convention in 
1949, 





Hartman to Tucson Post 


James F. Hartman has been named 
assistant manager in charge of the Pru- 
dential office recently opened in Tucson, 
Ariz., as a branch of its Phoenix agency. 

Mr. Hartman has been special agent 
in Phoenix. He joined Prudential in 
1938 at Norristown. 


Ben Hadley to 
New Columbus 
Mutual Agency Post 


Ben F. Hadley, formerly general agent 
for Equitable Life of Iowa at Colum- 
bus, has now assumed the newly cre- 
ated position of superintendent of agents 
of Columbus Mutual Life. 

He has been general agent of Equit- 
able Life since 1932. He started as office 
boy for that company at the home office 
31 years ago. He attended Wabash Col- 











THE 





i= HARD to keep a giant 
shackled. The tremendous Miss- 
issippi has often in the past for- 
gotten its boundaries and snaked 
across the countryside like an angry python. 

She pulled a beauty in 1927. 
Greenville, Mississippi, and surrounding cotton 








Swamped 


Cason, either. 


gained 


Money Every Month .. for the Agent 


Through a liberal Pension Plan devised by their Company, substantial monthly 
checks go to qualified members of The Union Central Quarter Century Field 
Club who have reached retirement age after 25 or more years of continuous 
This plan means security for The Union Central Agent who has made 


service. 
a career of providing security. 





inion Central We INSURANCE C0. 


CINCINNATI, OHIO 





plantations with 20 feet of muddy 
fury. Ruined homes, including a 
brand new one belonging to E. H. 
Cason, Union Central representa- 
tive there since the end of the First World War. 


But you don’t shackle a man like “Eph” 


encouragement — and a Basic lesson 
in living. “We’re lucky to be alive,” 
he said. “The damage caused by the 
flood, we can repair. But it takes life 
insurance to repair the economic dam- 
age death can cause.” Then he covered 
Greenville citizens with $870,000 of 
additional protection! 

“Eph” still writes much more 
than $500,000 of life insurance a year. 
And the quality of his work has 


his entire territory. 

Throughout the nation, 
Union CENTRAL has many agents 
who, like Mr. Cason, have devoted 
their lives to their Company and its 
policyholders. 
of faithful, loyal service they have 
rendered are not being forgotten by 
THE UNION CENTRAL. 


“Eph”? Cason being interviewed by Mrs. Hod- 
ding Carter, wife of the Pulitzer Prize winning 
publisher of Tue Detta Democrat TIMEs. 


lege and then entered the New York 
City agency and then went to Columbus 
as supervisor. He is a C.L.U. and is 
president of Columbus Life Under- 
writers Assn. and _ vice-president of 
Equitable of Iowa C.L.U. Chapter, 

He is president of Council of Social 
Agencies, a director of Community 
Chest, and vice-president of Metropoli- 
tan Y.M.C.A. 

He has served as president of Ohio 
and the Columbus Junior Chamber of 
Commerce, treasurer of U. S. Junior 
Chamber of Commerce, chairman of 
First Congregational Church, and presi- 
dent of Upper Arlington board of edu- 
cation. 





He. went around spreading 


wide recognition throughout 


THE 


And the many years 
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on Taxes, Estates 
Draws 500 


About 500 agents, lawyers, trust com- 
pany men and tax accountants attended 
the tax and estate planning forum at St. 
Louis jointly sponsored by the St. Louis 
C.L.U., the local Corporate Fiduciaries 
Assn. and the St. Louis Life Insurance 
& Trust Council. S. J. Foosaner, New- 
ark tax attorney, C. Powell Fordyce, 
and Daniel Bartlett, St. Louis lawyers, 
spoke on gift taxes and testamentary 
dispositions of proprietorship, closed 
corporation and partnership interests. 

Mr. Foosaner’s talk was similar to the 
one he gave before the New Jersey sales 
congress, which was reported in the 
May 21 issue of THE NATIONAL UNDER- 


eager to obtain the marital deduction 
advantage and upsetting trusts designed 
to protect susceptible women and their 
children. He said that over-all objective 
of the client should always be kept up- 
permost in mind. 





Lundgren Northern Life 
Manager at Des Moines 


Northern Life of Seattle has appointed 
G. Wallace Lundgren manager at Des 
Moines. He entered life insurance in 
1933 at Des Moines and has been an 
active and successful producer except 
for three years in service with the army 
engineers. 





Palmer Named Manager in 
Brooklyn for Prudential 


Herbert Palmer has been named man- 





Penn Mutual 
Gets Top Public 
Relations Award 


A certificate of public _ relations 
achievement was awarded in Washing- 
ton to Penn Mutual Life by the Ameri- 





that the increase for the present be lim. 
ited to a deposit equal to 10% of the 
minimum capital required under each 
section to be in local bonds, ‘and the 
over-all deposit reduced in proportj 
They added that once a company with. 
drew, as many of them will, it is unlikely 
that they would reenter Puerto Rico i 
conditions were later corrected. These 
protests had no effect. 

The objective of the government g 
pears to be to force a market for Puepty 
Rican securities. 


Hecht to Have Fish Fry 


‘The Celina, O., agency of Ohio Sta 
Life, of which W. H. Hecht is mana 
will hold its annual fish fry at Gra 
Lake June 8. A number of home o 
men will attend. 


Corrections in Rankin gs 


In the tabulations of company rank- 
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Mr. Fordyce discused the advantages ic oo tie ee men ings in the May 28 issue Protective Life li 
of making gifts, pointing out that when [40 po. atti Sraaaiateed ee eae of Alabama, with $7,441,026 should hage | assist 
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property the donor can remove the in- ‘ bn Erie G. Johnson, vice-president Penn Premium ihcome that included A. & H, unsel: 
come from his highest income tax bra- Mutual, receives award from Harry W. inca pier Mutual should have comp: 

ket and place it in a much lower bracket *) McHose. American Public Relations Assm, Deen No. 90,.with $7,360,162. In the as f 
; 4 , ’s | 04,000,100, - f the 
applicable to the donee, the possible To Form N. O. Trust Council — Nave hag of Canada should oY 
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annual income. Trust Council will hold its organiza- 4" Public Relations Assn. The award pay} Revere should have been No, 90 Vet 
was presented in a ceremony at Ameri- s al este , e 
with $41,860,832. to ex< 


Mr. Bartlett warned against being too 





tional meeting June 10. 





can University by Harry W. McHose, 
president of the association, right in pic- 














ture, and was accepted by Eric G. John- 
son, vice-president of Penn Mutual. 
Among more than 100 entries in a 
nationwide, all-industry contest, Penn 
Mutual was the only insurance company 
and financial institution to be honored 







































with an award. It was given in recogni- 
tion of the company’s 1947 centennial 
program, with special emphasis on pol- 
icy-owner public relations. The awards 
carried an added significance this year 
because of the international character ot 
the judging. : 
This year, a total of seven anvil tro- 
phies and 19 certificates of achievement 
were awarded. These certificates imply 
far more than honorable mention. Se- sa 
lected as the best out of more than 100 ey 
entries, Penn Mutual received one of —y* en 
three awards given in the class in which NOW COMES AN bah 
it was entered. HONEST MEMBER OF THE John | 
The company has been requested to ADVANCED UNDERWRIT- VP: 
prepare copies of its public relations pro- ING SERVICE. HE TELLS sees 
gram for colleges and universities as ae Ss. 
case studies for classroom use in public Non 
relations courses. “SINCE MAY, 1944 I HAVE Garfur 
aan BEEN PAYING you good money Hayes. 
Lite i lin itabl . sh mento en erg Nee ae | 
ife insurance selling s *» ife; 
calls tore high degree Equitab e Society after month in my bookcase. RM. 
of professional respon- ~ ’ ounee aee + tagyp . 0% 
sibility. Upon your ad- Shifts O Malley fully polit voy gh the er a ete 
vice can rest the whole Howard E. O’Malley has been ap- pp vn an Fuad bees mtesing, Brook! 
financial future of the families you serve. Ap- pointed manager in pags viene by ea ERE Ny 
proach each prospect's problem with a high sense eee Ms gay ges?  gupticse nn «ce ARUME YOU AD YOUR S0Re anon 
of personal responsibility. Whether it's program- Rochester as a personal producer. Mr. ee cee tax dae i Guardi 
ming or a package sale, make the recommenda- O’Malley was New Orleans manager anything about it. Morris 
tion that your professional knowledge tells you is and previously served as supervisor of “p | ak 
right, and stick with it. You'll be respected and sales promotion at the home office. TER and thus tel all your members se 
sought out by others to do the same conscientious ° night studying your monthly . re- Phoeni 
job for them. New Requirements ioagee, they are missing an awful At t 
e - ; Island 
si odin baal Ls in Puerto Rico ine ber, 
2 lly vo llchacer AN LIKE ALICE AND THE geist 
via-Westore States Life career An amendment to the insurance law QUEEN, YOU MUST RUN von 
underwriters. It is being published which ‘becomes effective June 30 re- TWICE AS FAST TODAY TO sen, N 
in insurance magazines in the hope quires a_ substantial ‘investment in STAY WHERE YOU ARE Metrop 
oe te case Gertevager ont Puerto Rican securities before the in- THUS IT IS MORE IMPOR. a? 
growth of the entire institution of surance department will renew the in- TANT THAN EVER TO KEEP ieay i 
life insurance. surer’s license. The old law required ABREAST OF THE CHANGES ledy, 
a $25,000 deposit in “approved bonds”. AND IF YOU HAVE BEEN 
The new law calls for investment of CARELESS IN STUDYING M } 
25% of the minimum capital required for THE RELEASES. WE HOPE wan 
each class of risk in Peurto Rican se- THIS HONEST CONFESSION Presi 
curities. . : WILL ENCOURAGE YOU TO 
The minimum capital required to TURN OVER A NEW LEAF. » Mant 
write life and health is $100,000 and per- tules «a: 
sonal accident, $100,000. On a few of the lent’s 
lines there is a bargain discount where PAu srecnen ly an 
two or more lines are combined. This is Managing Editor four sil 
true of personal accident, the require- T Ing a; 
ment of which is cut in half when com- RESEARCH rgb gt: ntest 
bined with life and health. rgest 
A Company of CAREER Underwriters * Urea General agents of the casualty and fire facenmaten, SERVES Ss of 
companies protested vigorously against ene 
the revision in the law. They suggested ride 
ere 
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balcounhe Warns on 


Trainers Selling 


John M. Holcombe, Jr., L.I.A.M.A, 
managing director, asked combina- 
agents on training 
calls. 

“You certainly 
will agree with 
me,” he said at the 
closing. session, 
“that the assistant 
manager’s job is 
tion company 
agency executive in 
session at Absecon, 
N. J., to consider 
whether “your as- 
sistant Managers 
are selling but not 
teaching” when 

they take out new 
not to sell but to train the agent. We 
cannot overemphasize this fact to our 
assistant managers.” 

Mr. Holcombe paid high tribute to the 
unselfish pooling of experiences among 
companies at this meeting “for the good 
of the business.” 

“You men are in competition with 
each other, keen competition,” he said. 
“Yet you come here ready and willing 
to exchange with your competitors some 
of the factors of your success so that our 
whole agency operations in all compa- 
ties might benefit. There is not an- 
other business in America that achieves 
this high-minded goal in the way you 
0. 

Earlier talks on the program were re- 
ported in last week’s issue. 








B. D. Salinger Slated to 
Head N. Y. City Group 


B. D. Salinger, Mutual Benefit, is 
dated to be elected president of New 
York City Life Underwriters Assn. at 
the meeting June 10. H.C. Ard, Con- 
necticut General, is the choice of the 
fominating committee for administra- 
tive vice-president; H. W. Baird, North- 
western Mutual, public relations V-P; 
John H. Evans, Home Life, educational 
V.-P.; L. W. Sechtman, Aetna, treas- 
urer. 

Nominated for directors are: Jack D. 


Garfunkel, Mutual Benefit: Sadler 
Hayes, Penn Mutual; H. S. Henry, 
Travelers; Lillian L. Joseph, Home 
Life; Richard E. Myer, Mutual Life; 


R. M. Saville, Connecticut Mutual; S. L. 
Wolkenburg, Union Central; C. S. Mc- 
Allister, New England, and Harold N. 
Sloane, Continental Assurance. 


Brooklyn Nominees 


Nominees for election by the Brooklyn 
branch are: President, Jack Warshauer, 
Guardian . Life; vice-presidents, J. P. 

orrison, Travelers, B. M. Eiber, Mu- 
tual Trust, and C. E. Haas, Continental 
seprance; treasurer, Henry Marshall, 
erkshire, and secretary, Eleanor Fussa, 
Phoenix Mutual. 

At the June 4 meeting of the Long 
Island branch at Merrick, Solomon Hu- 
ber, Mutual Benefit, will discuss tax 
legislation, and the following slate will 
be voted on: President, A. M. Christen- 
sen, New York Life; J. D.- Boglioli, 
Metropolitan, L. S. Zider, Jr., Mutual 

nefit, vice-president; J. P. Garroll, 
John Hancock, treasurer, and J. B. Ken- 
fledy, Equitable Society, secretary. 





Manhattan Gives Rules for 
President's Trophy Awards 


_ Manhattan Life has outlined 1948 
tules:and division setup for the Presi- 
ents Trophy Competition in June, 
uly and. August. As in 1946 and 1947, 
four silver trophies are offered to win- 
Ming agencies, one for each of three 
mtest divisions and the fourth for 
rgest agency paid-for volume regard- 
Ss of division. 
_The presentations will be made by 


President Fordyce at the 1948 agency — 


conference Sept. 21 at Hotel Moraine- 
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on-the Lake, Highland Park, II. 

The James G. Ranni agency, New 
York, already has two legs on the Divi- 
sion I trophy and the award for largest 
paid-for, regardless of division. If it 
wins again this year, it will gain per- 
manent possession of the two trophies. 
Other 1947 winners were: John A. 
Campbell, New York, Division 2, this 
year competing in Division. 1 because of 
increased paid-for during the first four 
months of 1948, and Andrew K. Long, 
Mount Vernon, N. Y., Division III, 
again competing in that division, 
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Attractive Conversion Privileges 
Also written on 10-year plan 


Sets Up Group 
Advisory Committee 


Connecticut General Life has set up 
a field advisory committee to work with 
the home office staff of the group sales 
department. J. Milton Neale, group 
manager at Philadelphia, has been ap- 
pointed chairman, and will be assisted 
by R. V. Farrel; regional group sales 
manager in eastern New’ England, 
B. C. Quinly, group manager at Kan- 


sas City; J. V. Whiteside, group man- 
ager, New York City, and Byron D. 
Williams, group manager, Los Angeles. 


Correction on Ill. Bankers 


Policyholders of Illinois Bankers Life 
Assn., predecessor of the stock company 
of the same name, are to received one 
share of stock of Illinois Barikers for 
each $500 of face amount of life insur- 
ance they owned in 1929, instead of one 
share per $1,000, as was erroneously 
stated in an article in the May 21 edi- 
tion. 
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To Give High Coverage At Low Cost + To Protect Families While Children Grow Up 


$5,000 EXTRA PROTECTION 0 vear ean 


GUARANTEES (lf death occurs within 20 years from date of issue) 
$13,174 STEP-DOWN-SAFELY PAYMENTS DURING 7 YEARS As Follows: 


$1,174 Cash and... 
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200 Monthly for first year 
180 Monthly for second year 
160 Monthly for third year 
140 Monthly for fourth year 
120 Monthly for fifth year 
100 Monthly for sixth year 
100 Monthly for seventh year 


(If preferred, will pay equal monthly income, amount 
of which will determine number of months payable.) 


OR 


$12,500 CASH 


GUARANTEES (If death occurs after 20 years from date of issue) 


aad remember 





$5,000 CASH (Payable as income, if preferred) 


Annual Dividends payable may be 
used to increase benefits, reduce premi- 
ums, or otherwise applied as policy 


E INSURANCE COMPANY © Springfield, Mass. 
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¢ « MORE PEACE OF MIND PER PREMIUM DOLLAR. 
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BECAUSE 
PEOPLE 
ARE 
DIFFERENT 


Bocinnt a $10 a month Family Income plan 
is often too little, we made $15 and $20a month 
Family Income available. 


Because Family Income combined with Ordi- 
nary Life doesn’t always fit the need, we made 
Family Income a rider that can be added to 
most Life, Endowment and Term plans. 


Because old policyowners develop new needs, 
we made Family Income available on existing 
policies and on part of a policy. 


Because it’s the beneficiary's age that deter- 
mines the need, we made Family Income avail- 
able for any period from 10 to 50 years. 


Because people are different, in short, we made 
Family Income completely flexible. - 


And because we did, Family Income was our 
third biggest seller in our record year, 1947, 


V. H. JENKINS, Senior Vice President 
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INSURANCE COMPANY of CALIFORNIA 


“WE PAY AGENTS LIFETIME RENEWALS — THEY LAST AS LONG AS YOU bo’ 
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Columbus Mutual's 


proved way to keep the sales curve climbing. 


Lei 





Life Packages” offer the 


They picture the facts of popular plans and 


close the sale without special study or 


reference to rate books. If you are not familiar 


will be gladly sent without obligation. 


with this unique selling plan, the portfolio 
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Forum Clears Air as Agents and 
Officers Talk Turkey in N. Y. 


(CONTINUED FROM PAGE 1) 





problems, The existence of the 
L.I.A.M.A. is evidence of that. Top 
presidents of the companies sometimes 
are not too aware of the agent’s prob- 
lems. It is difficult occasionally for the 
agency vice-president to get his ideas 
and those of his agents and managers 
over to the presidents who have other 
problems. We hope to increase the pres- 
tige of the agency vice-president and get 
him a greater voice in company opera- 
tions. 

Question: What can be done to get 
the companies to cooperate more fully 
in broadening the scope of the authoriza- 
tion form? (This is a form which is 
developed by the New York City life 
underwriters and which the assured 
signs. It is sent to the company asking 
it to give the agent full information 
when he is about to make a change in 
beneficiary, or in a settlement or trust 
agreement, of a client. It has been in 
use for about five years. Agents need 
the information in doing a program job 
but some companies will not send the in- 
formation to the agent, sending it either 
to their own general agent or to the 
agent or record.) Lifshey and Weiss- 
man: The use of this form in New York 
City has been very valuable to the 
agents and there have been no cases 
causing trouble in the years it has been 
in use. ‘Committees are now working 
on the problem but the companies want 
a few more years experience with it. 
Thore: It is difficult for: the companies 
to cooperate on this now with the public 
law 15 moratorium expiring in a few 
weeks. They want to get more experi- 
ence under the legislative set-up after 
the moratorium expires. 


Question on Institute 


Question: What is the value of the 
advertising campaign put on by the In- 
stitute of Life Insurance? Johnson: We 
have had very good results from the 
campaign. A year ago a test was made 
showing that life insurance stood high- 
est in public opinion over the following 
industries —telephone, telegraph, rail- 
roads, radio, building industry, and avia- 
tion. Within the last two months we 
had another survey made and whereas 
all of those industries dropped in public 
esteem, life insurance rose by 1.2%. Al- 
though this figure is small, it does show 
that we have not lost ground like other 
industries have, but have gained. Pub- 
lic opinion of the life insurance industry 
including the agent is at a very high 
point. 

Question: What is the value of the 
drives for new business put on by com- 
panies in honor of company officers or 
maybe even (sarcastically) the officer’s 
mother-in-law? Zimmerman: Anything 
that improves the agent’s earnings or 
further distributes life insurance is a 
help. It has never been proven that 
contest business is lower in quality than 
any other, providing, however, that the 
agent has gone out to give service and 
not merely to win a trip or a new hat, 
or any other prize. Simon: I believe 
that the loss of dignity on the part of the 
agent offsets the gain he makes. I ques- 
tion whether the immediate good of the 
sale will ultimately prove of value. Zim- 
merman: I agree with the statement that 
we must maintain the dignity of the life 
agent. However, none of us works at 
top efficiency all the time and if a drive 
causes us to go out and make a sale 
then it is a good thing. Connell: I be- 
lieve that contests are fine. Just yes- 
terday I went out and sold $26,000 more 
of insurance to a man who needed it and 
I didn’t mention the fact that it was 
going to help me in a contest. 

Question: How do some companies 
expect to get new business when they 
house the agent in a bull-pen instead of 
a comfortable office? Does this add pres- 
tige to the agent? Connell: It’s nice to 
have an office, but it costs a lot of money 
to get -one and to keep it up. That 
money must come from _ production. 
Fisher: I believe that the condition of 





the office makes a lot of difference. 
have seen conditions that made me very 
unhappy. The company should giye 
the agent decent conditions to work in, 
Question: Is the growth of group jn- 
surance in some cases with limits as 
high as $40,000 injurious to the field 
man? Rutherford: Yes. hen groy 
insurance gets beyond the point where jt 
is of value to the public then it is 
bad for the field man. If the limits are 
too high the policyholders are unable tg 
pay the premiums and as a result they 
drop the coverage because they can't 
carry the burden. A $20,000 limit may 


be right, but the problem needs further 


study. I question the value of selling 
high limits to the public particularly be. 
cause this coverage depends on an em- 
ployer-employe relationship. We must 
have coverage that’s there permanently 
and not dependent on employment 
Weissman: The growth of group insur- 
ance is putting more pressure on the 
agent which means that he has to give 
greater service. It will be difficult to 
sell insurance to a man who has social 
security, $10,000 in N.S.L.I., a few thou- 
sand dollars of group coverage and also 
savings bank coverage as well. 
Question: Lawyers frequently com- 
pete with the agent who has set up a 
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is TOP QUALITY 


Mutual ... 21% Full Legal Reser: 
Service OLUti ar mcr li merit itis 
Insurance. Over Quarter Billion 
Assets . Over Ninety-five Millions 


Surplus ... Nearly Eight Millions 
Ratio to Liabilities - 10 


Rating 
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. Finest Financial Rating 


Very Low to Policy holde 


Wide Range -0 to 65- 
-Juvenile-Female-Salar 
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Non Medical 


Policies... 


Program .. Developing Career Ve 


Contact - Friendly Home Office 


Pension . . for Agents and Genera! 
Agents 


Contract .. Unusual Income Build: 
for Underwriter and 
General Agent 


Territory .. Midwest and West Coas 


CENTRAL LIFE ASSURANCE SOCIET} 


1 Legal Reserve Mutual Company 
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program and differ with his opinions 
and tells the client so. How can the 
agent be protected from the lawyer? 
Thore: The ife insurance trust councils 
and the committees of the American 
Bar Assn. and the N.A.L.U. are of some 
help. The situation will probably take 
some time to smooth itself out. Simon: 
It is quite true that insurance men con- 
tact lawyers who don’t know insurance 
and sometimes don’t know the law. 
However, lawyers sometimes run into 
agents who don’t know the law or in- 
surance either. It may take 10 years to 
et a. solution. On the question of 
whether top management is aware of the 
agents’ problems, usually the agent 
has to go to the manager who channels 
those views through the agency vice- 
president and by the time they get to 
top management they are diluted. I dis- 
like translators of my questions. Usually 
the agent wants to express himself per- 
sonally. Different companies have dif- 
ferent attitudes. Some top management 
personnel are aware of the agent’s prob- 
lems and do something about it, some 
are aware of the problems and don’t do 
anything about it, and others just don’t 
know what the agent wants. 
Zimmerman: I don’t think the man- 
ager, general agent, and agency vice- 
president should be by-passed. If the 
agent went right to the top management 
he would be liable to alienate the man- 
agerial and agency vice-president groups 
who are agents’ best friends. 


Standard Medical Examination 


Question: Why can’t the companies 
set up some type of standard medical 
examination instead of having the client 


‘go through numerous examinations 


when one or more companies won’t take 
him and all of the examinations dupli- 
cate the first? 

Fluegelman: I think that at least a 
standard set of questions could be asked 
to get over the basic details. Then if 
the company underwriters wanted more 
information he ‘could just ask the few 
additional questions and get his answers 
from the doctor. 

Question: What are the advantages 
of intra-company agents’ associations? 
Wouldn’t they be a good way to give 
the agent a voice in his company’s op- 
erations? Weissman: Unfortunately 
they are not generally set up now. Many 
career agents are more capable 
than the home office people. They are 
the only ones in contact with the pub- 
lic and the only ones capable of ex- 
pressing the public’s viewpoint. Actu- 
aties, underwriters, real estate officers, 
investment officers, etc., can’t do this. 
A recent survey showed that 16 of 17 

meral agents and managers were in 

vor of intra-company agents’ associa- 
tions. However at the same time an- 
other survey showed that 100 agency 
vice-presidents were unanimously op- 
posed. They think they can get the 
public’s and agents’ views through gen- 
eral agent and manager groups. They 
oppose the organization of an intra- 
company agents’ group because it would 
merely act as a pressure group. I don’t 
think that the agent’s views can be ade- 
quately conveyed by a general agent or 
amanager. Sometimes the general agent 
or manager sends in the opinion that 
he thinks ought to be expressed in- 
stead of what the opinion is. 

Question: Savings banks can now 
Write up to $5,000 in life insurance in 
Yew York state. What is the attitude 
Of agents’ associations concerning it? 
Fluegelman: We are not now too con- 
terned about the limits of the amounts 
of insurance. hat we want to do is 

p the savings banks in line so that 
they have to be inspected by the in- 
surance department just as insurance 
tompanies are and anyone who sells sav- 
ings bank insurance must have a license, 
just as an agent does. What we want 
to do is keep banks on the same basis 
as the companies are. 

Rutherford: Speaking for the Na- 
tional association we are against it. We 

oppose it where it arises and we 
Wil fight it where it is. 

Fluegelman: We oppose it too but, 
unfortunately, we were faced with a 
Situation which had already been cre- 
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ated when Governor Lehman had the 
bill passed. It was not something that 
we could stop but something that we 
had to figure out a way of dealing with. 

After a five minute recess the meeting 
was resumed. During the first part of 
the program the questions answered 
were those that had been submitted in 
writing. The second session was de- 
voted to questions from the floor. The 
group didn’t get anywhere near answer- 
ing all the questions that had been sent 
in and even the agents on the floor 
seemed to have a backlog of questions 
they wanted answered when it was 
necessary to adjourn the meeting later 


in the afternoon. 

Most of the questions from the floor 
were on the subject of social security for 
agents, the vesting of the agent’s inter- 
est in the pension plan, and the problem 
of lifetime renewal commissions. 

Question: The doctor, lawyer, butch- 
er, baker and candlestick maker have 
gotten increases in fees or salaries in 
the last couple of year. Why haven't 
the agents? Weissman: Agents are 
earning more money than they did pre- 
viously, approximately 120% more than 
before the war. The are selling larger 
policies and they are selling them easier. 
There is nothing wrong with the rates 


of commission but there are some things 
wrong with the agent’s contract. When 
I first got into the million dollar round 
table in 1928 there were 43 people in it. 
Last year there were 742. 

Fluegelman: What the agent should 
get is vestment of the benefits he has 
earned in the past. 

Zimmerman: I think there is a trend 
toward increased vesting of the agent’s 
rights in pensions. : 

Question: How many companies are 
vesting the agent’s rights in their pen- 
sion plans? Fluegelman: None of the 
companies give the right in 10 years 
which is the common agreement sold 








SUCCESS of an agent who secures a 


Northwestern National Life franchise 1s 


determined with a high degree of accuracy 


through analytical tests within 60 to 120 


days of his coming under contract. 


Thus 


the man who is destined for a promising 


career in life insurance selling’ learns it 


promptly, and is qualified for additional 


Home Office training and assistance; the 


man who is not so destined is spared slow 


disillusion which might unfairly penalize 


himself and his family. 


Among NWNL 


agents who have qualified under these 


tests for Home Office training and assist- 


ance since 1942, turnover from all causes 


has been less than 6 per cent a year. We 


believe this record is unexcelled in sales 


organizations the country over. 
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Fifty-Fourth Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $160,000,000. to 
Policyowners and Beneficiaries 
since organization September 5, 
1894 ... The Company also holds 
over $69,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $205,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
fied. 


* * Ww 


THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 






































AND SPREADING OUT— 

As a result of the progress Postal Life & Casualty 
has made, we can offer real opportunities 
for men who are looking for a chance to 
develop their own agencies. 








in a pension trust plan. There would 
probably be more if the involved tax 
problem could be solved but this is diffi- 
cult now because of the questions on the 
establishment of an employer-employe 
relationship between company and agent. 

Weissman: Some companies want to 
recognize agents as employes while oth- 
ers don’t. 

Question: If pensions plans are good 
for the company president why aren’t 
they good for the agents? Weissman: 
Of course it is good for the agents. 
And it-+is a scandalous situation. The 





companies train the agents to sell the 
value of social security and to integrate 
it with the life insurance programs of 
the public. Yet agents are almost the 
only employes in America who are not 
covered by social security. Of course 
there is the question of tort liability 
and the unemployment compensation tax. 
But tort liability can be handled by 
insurance. Industrial agents are con- 
sidered as employes and I have no 
knowledge that the companies who han- 
dle these costs for their employes have 
gone into receivership. As a matter of 
fact the industrial companies have made 
the greatest increases in’ new business. 
I don’t believe that the reasons thus 
far given are the real reasons. Nor do 
I want to put the company presidents 
in the class of sweat shop operators. 


Social Security 


Thore: Acacia and Security Mutual 
changed their contract from agent to 
employe, and thereby qualified their 
pension plans under the revenue laws. 

Weissman: We’ve got to be fair 
about the problem of setting up Social 
security for agents. We ought to leave 
out part time agents, brokers, agents 
multiple line companies, and ‘consider 
only the full time agent. (He then gave 
an explanation of the Gearhart resolu- 
tion and the legislation now in Con- 
gress.) I hope that the idealists in the 
company top management will recog- 
nize agents as employes and adopt the 
simple solution of letting the treasury 
department bill them for taxes and in- 
clude agents under social security that 
way. 

Thore: There is a tendency to over- 
simplify the problem from the legal 
standpoint. There seems to be a gen- 
eral habit of blaming the companies for 
something for which they are not re- 
sponsible. Both sides share the prob- 
lem which is not simplified by the vari- 
ous federal laws and political opinions 
on the subject. Some contracts are be- 
tween the general agent and the agent, 
and others are between the agent and 
the company. Where the contract is 
with general agent and the agent the 
approval of the plan may require a 
major change in the whole general 
agency system. Also the companies 
have to be broken down into separate 
groups. The problems differ for al- 
most every company. Then there is 
the income tax problem to think of, 
workmen’s compensation, labor prob- 
lems, and the application of social se- 
curity to the renewal commission sys- 
tem. A very important case was de- 
cided in Chicago just recently when 
the seventh circuit court of appeals 
made a decision on the Taft-Hartley 
Act as amended and held that two 
Phoenix Mutual agents were employes. 
Phoenix Mutual men earlier had been 
ruled to be independent contractors by 
the treasury department. 

Weissman: More than 80 companies 
now have pension plans and others have 
them under consideration. ~ 

Fluegelman: The N. A. L. U. at 


SHES 





its meeting in Louisville adopted a reso. 
lution in favor of it. 

Fluegelman: I think that the ques- 
tion of whether or not the agent is an 
employe of the general agent or the 
company is merely legal quibbling, 

Thore: That’s the argument I used 
last fall at_the treasury department 
hearing and I lost. 

From the floor: Agents ought to get 
their policyholders to help them get 
social security. We should get the 


policyholders to write to the company 
presidents. 


SON CORNELL 


one of the 
that I know 
are aware of the problem and would 
be in favor of it if all the other ques- 
tions can be straightened out. 


Zimmerman: All but 
presidents of companies 


Question: If, when I am eligible for 
social security I am also receiving $15 
in renewals from my company, am [| 
eligible for social security? 

Thore: I believe that you are—pro- 
visionally. 

The question however is one of taxes 
and a change in the law may ‘be neces- 
sary 

Question: 
for life? 

Fisher: The N. A. L. U is in favor 
of it and thinks some progress is being 
made. Some companies pay life time 
renewals however and others don’t. 
There is a variety of reasons for this 
because there is a variety of contracts. 

Simon: The problem is that there 
are faulty contracts. The contract is 
drawn by the counsel for the company 
and naturally his duty is to the com- 
pany and not to the agent. Of course 
the agent takes the contract in good 
faith but sometimes it has unfortunate 
results for him. This all depends on the 


companies. Different ones have dif- 
ferent practices. 

Fluegelman: Even in the same com- 
pany different agents doing the same 
thing get different rates of commis- 
sion. 


Rutherford: We have been collecting 
statistics in a study to determine what 
differences there would be in an agent’s 
earnings if he did the same work for 
two different companies. We have been 
getting some answers in but some com- 
panies are slow and it may take another 
six months. We haven’t got an actuary 
yet to go over the figures. As a matter 
of fact I don’t believe the figures will 
ever be published and I myself will 
oppose it. You know that there are 
liars, damned liars and statistics. The 
most unfair thing to do would be to 
publish the figures comparing the com- 
panies. There are changes all the time 
affecting the agents. However certain 
principles can and should be ascertained. 
A publication of figures as to how many 
companies have pension plans or group 
life programs would probably be very 
helpful. However, let’s get this thing 
straight. You have to make up your 
mind whether you want to be an in- 
dependent contractor or an employe. Tf 
you want to be an independent contrac- 
tor stop asking for group coverages and 
pension plans. I question the right of 
mutual companies to contribute from 
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their policyholders’ money to a retire- 
ment plan for employes. You can’t eat 
your cake and have it too. There are 
many different viewpoints on this. Some 
people write in and say they don’t want 
the employe status and others write 
jin that they do. As it looks now there 
js'a trend toward social security, pen- 
gion plans, and group life benefits for 
agents. ; : f 

At this point time was running out 
and Ackerman called on Bragg to sum- 
marize the meeting. He did so with 
the plea that no attempt be made to 
over-simplify the complexity of the ques- 
tions confronting the agents and the 
companies. He urged making progress 
slowly. Differences of the type of oper- 
ations of the companies, their size, 
their operations and the areas in which 
they do business, as well as the com- 
plex legislation affecting their operation, 
are something that will take time and 
considerable effort to solve in a way 
that will be beneficial to all phases of 
the industry. 


Eight Top New Men 
Feted by Penn Mutual 


Eight new members of Penn Mutual’s 
President’s Club for new organization 
were inducted by President John A. 
Stevenson at a two-day meeting at the 
home office. Each was the national first- 
year champion of the group who began 
in the same month as he did. There was 
a reception and luncheon given by Mr. 
Stevenson and attended by officials and 
trustees. 

The champions are J. H. M. Parting- 
ton, New York City; Glenn B. Wood, 
Tucson; A. G. Carr, Durham, N. C.: 
Joseph Zablocki, New York City; 
Charles Jernigan, Little Rock; J. Elliott 
McCauley, Chicago; John H. Thurman, 
Raleigh, and Fred L. Gibson, Jr., Liv- 
ingston, Mont. 

There was also a meeting of the Pres- 
ident’s Club for leaders, attended 








by | 


four men who had won in competition | 


during the past year: J.C. Cunningham, | 
K. Johnson, Louisville; | 
H. W. Bailey, Jr., Pittsburgh, and W. R. | 


Cincinnati; C. 
Benz, Fort Wayne. 


United Benefit Names 
Van Bloom in Lincoln 


John E. Van Bloom has been ap- | 


_ manager of United Benefit 
ife and Mutual Benefit H. & A. at 
Lincoln, Neb. He succeeds D. T. Pick- 


ering, who had asked to be relieved of | 


management responsibilities and will | 
continue in personal production with the 
agency. 

Mr. Van Bloom. graduated from 


Union College in 1937 and did sales pro- 


motion work for the Tidewater Oil Co. | 
until he joined the J. G. Brock agency | 


of the Omaha companies at Utica, N. Y., 
in 1942, 
until 1946, 


when Mr. Brock returned 


He served as acting manager | 


from the service, and then as associate | 


Manager until going to Lincoln. 


He | 


was vice-president of the Junior Cham- | 


ber of Commerce in 1945-46. 





Gearhart Resolution Is 
Passed Over in Senate 


WASHINGTON—The Gearhart res- 
olution was passed over in the Senate 
Tuesday. Speculation is that it may fin- 
ally pass late and that President Truman 


would hold it 10 days before vetoing,. 


which might not allow Congress time to 
vote on his veto before adjournment. 

Rep. Reed’s social security committee 
recommended to the ways and means 
committee that the common: law defini- 
tion of employe shall apply under social 
security. The Reed, report was submit- 
ted to the committee Tuesday. 





Insurance Librarians to 
Meet at Washington 


Insurance librarians attending the an- 
nual meeting of Special Libraries Assn. 
at Washington will be treated to a view 
of the National Library Services. The 


XUM 


meeting will be June 6-12 at the Statler 
hotel. 

The insurance group will have a break- 
fast the first morning and on the first 
and second days will participate in the 
general sessions of lectures and visits to 
federal agencies. 

On the third afternoon the group will 
hold its own session with Miss Elizabeth 
Ferguson, Institute of Life Insurance, 
presiding. On June 10 the group will 
meet jointly with related librarian units 
and speakers will be Stuart Rice and 
Walter F. Ryan of the Bureau of 


Budget. New officers will be elected on 
Friday at the business session. 


Sun Life of Canada Adds 
63 to 25 Year Club Ranks 


At the annual dinner at Montreal of 
the Quarter Century Club of Sun Life 
in Canada, it was announced that 63 
employes qualified during the past year, 
bringing the total international member- 
ship to 506, of whom 365 are active. 
From the Montreal area, 20 new mem- 








bers were presented silver trays and 
mantel clocks by Arthur B. Wood, presi- 
dent. G. W. Bourke, vice-president and 
managing director, spoke as did G. M. 
Cantlay, supervisor of the branch office 
accounting department, for the new 
members. Mr. Cantlay stated that Sun 
Life was a pioneer in friendly staff re- 
lations and in installing working con- 
ditions, hours, pensions and _ group 
insurance for employes. 





American Reserve Life has created a 
new agency at Colby, Kan., in charge of 
Howard Leeper, as general agent. 





current John Hancock advertisement which indicates how the spirit of American inde- 
pendence is fostered and strengthened by Life Insurance. So that these benefits may be shared by 
all, the John Hancock offers life insurance in all its forms: life, endowment and term policies, 
juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 
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EDITORIAL COMMENT 





Model for “American Way” Speakers 


Anyone who is tempted to deliver a 
speech or write an article extolling what 
is generally referred to as the American 
Way of Life should by all means avail 
himself of the talk which President Paul 
F. Clark of John Hancock delivered at 
the recent combination companies’ con- 
ference of L.I.A.M.A. Many who choose 
this theme are content with general- 
ities so well-worn that they no longer 
even glitter. Mr. Clark, however, stud- 
ded his talk with facts and figures that 
went beyond the usual appeal to patrio- 
tic emotion and proved that as a matter 
of sound logic one should rejoice in be- 
ing a citizen of the United States of 
America. 

In 1939 and again in 1936, Mr. Clark 
personally made a study of wages in 


Europe. He has a factual approach to 
the subject which does not, however, 
detract from the inspirational quality of 
what he has to say. 

Mr. Clark exhorted his fellow execu- 
tives to “teach our children, our friends, 
and our policyholders, who do not rea- 
lize what would happen if we lost this 
American way of life.” Anyone who is 
moved to go out and, as Mr. Clark 
urges, expound the gospel of the Ameri- 
can way, should by all means study his 
speech. If Mr. Clark should decide to 
make his talk available in printed form 
he will save future speakers a lot of 
research work or else spare countless 
audiences from being stupefied by the 
platitudes that are the curse of too many 
speeches on this subject. 


A Far-Fetched Criticism 


Among the various criticisms made, 
at the recent valuation committee meet- 
ing of the National Assn. of Insurance 
Commissioners, of the private placement 
of bond issues with life companies, one 
at least seems somewhat far-fetched. 
This was the possibility that not having 
had a market quotation at the time of 
sale, the purchasing company could not, 
in case the security issue ever got into 
trouble, point to a market quotation in- 
dicating that at the time of purchase the 
security was well thought of, as indi- 
cated by its market price. 

The theory behind this criticism of 
Private sales is that a security’s market 
price is a sound guide to its value or at 
least to what people think its value is. 

However, this seems like a question- 
able premise for a life company invest- 
ment department to operate on. If Con- 
solidated Bilgewater Corporation goes 
down the drain it would be perhaps 
some excuse, but certainly not much, 
for a life company investment official to 
explain, “Gee, I thought it was all right. 
The market price seemed O.K.” In- 
vestment executives are supposed to 
look beyond a market quotation in ap- 
praising a bond issue. 

The price of a security may influence 
a decision to purchase it, just as the 
price of a suit of clothes may be a deter- 
mining factor in whether one buys that 
particular suit or not. However, no one 
who pretends to know anything about 
cloth or tailoring would figure himself 
for anything but a chump if he bought 
on the basis of a high price being a nec- 
essary indication of high quality. 

Similarly, no professional securities 


buyer, particularly one who is backed 
by the research facilities available to any 
life company, should be guilty of letting 
a strong market for a bond issue blind 
him to the underlying factors which 
price is supposed to reflect but often 
does not. 

Another danger cited at the valuation 
committee meeting was that if a pri- 
vately issued security got into trouble it 
would be easy for the issuing scompany 
and the life company that purchased the 
issue to modify the terms of interest 
and principal payments so as to stave 
off a default and permit the issue’s being 
carried on the life company’s books un- 
smirched. Possibly some ‘companies 
might do this, though their awareness 
that the commissioners were on the 
lookout for such monkey-business would 
make any insurer think twice before 
trying it. It probably employs the pro- 
cedure Only where a good case could be 
made out for it. Obviously, the grant- 
ing of a larger loan to a company that 
was in trouble would certainly be open 
to suspicion. Nevertheless, there might 
be cases where the existing indebtedness 
was so low that in spite of temporary 
difficulties the additional funds _pro- 
vided might be entirely safe and reason- 
able as an investment. In fact, one dif- 
ficulty with the traditional life company 
system of investing mainly in evidences 
of debt is that they are ordinarily so 
inflexible when a borrower gets into 
trouble. 

While investment skies are still sunny 
it is doubtle$s an excellent idea to dis- 
cuss and provide against any possible 
abuses in connection with security valu- 


ations. The committee which President 
Leroy A. Lincoln of Metropolitan Life 
was authorized by the valuation com- 


mittee to set up is in a position to make 
a very worthwhile contribution to 4 
solution of the problem. 








PERSONAL SIDE OF THE BUSINESS 





Richard A, Chenery, supervisor of li- 
censes in the Virginia department, is re- 
cuperating from a severe illness. 


Guilford Dudley, Jr., vice-president of 
Life & Casualty and the new chairman 
of the L.I.A.M.A. combination compa- 
nies conference attended the meeting 
on crutches because of a broken ankle 
suffered recently. 

James R. Deans of Prudential’s group 
sales department has been awarded the 
Order of the British Empire (military 
division). The decoration was presented 
to Mr. Deans at the British Consulate 
in New York City for meritorius service 
while on duty with the Royal navy dur- 
ing the late war. 

A. Van Prichartt, Memphis general 
agent of Connecticut (Mutual Life, chair- 
man of the aviation committee of the 
chamber of commerce, will pilot his 
own plane and lead an aerial goodwill 
tour of tri-state cities June 4-5. 

Boyd Montgomery of the Mansfield 
agency of _Ohio State Life was _Struck 


in the face with a baseball as hema was 
about to enter the home of a client, 
His nose was broken and one of his 
eyes was injured. 

Clara Schroth, 27-year-old sten 
rapher in the New England Mutual 
Philadelphia agency, has been selected 
as the top performer for America’s 
eight-woman Olympic gymnastic squad, 
Already holder of four national AAU, 
titles, she started picking up titles in 
1941 and reached her pinnacle in 194 
when she captured five national crowns, 
a feat unparalleled in the gymnastic 
world. At the present time she is Am- 
erica’s ace balance beam, calisthenics, 
flying ring and side horse performer, 

David Marks, Jr.. New York Cit 
general agent of New England Mutual, 
and a life member of the ‘Million Dollar 
Round Table, wrote enough business in 
January of this year to qualify him for 
M.D.R.T. in 1949. His production credits 
qualifying him for membership in the 
past two round tables amounted to bet- 
ter than $5 million each. 

















DEATHS © 


Bushnell Dies; Was 
with Equitable, N. Y. 


Vance L. Bushnell, 53, 2nd vice-presi- 
dent of Equitable Society, died at Grace 
hospital in New 
Haven. His home 
was in Oxford. 
He joined Equit- 
able in 1920 and 
for five years 
served as agent in 
Indianapo- 
lis, as representa- 
tive of the group 
department in Chi- 
cago, and as sales 
manager of group 
department at the 
home office. In 
1924 he resigned to 
enter the stock 
brokerage field and later became vice- 
president in charge of new business of 
Continental Bank, New York City. He 
rejoined Equitable in 1938 as 2nd vice- 
president in the agency and group de- 
partments. He retired in 1947 due to 
illness. 

Clarence M. Elmore, 64, cashier and 
an employe for 40 years of Southwestern 
Life, died of a heart attack while golfing. 
He joined Southwestern when it had ten 
employes and saw the office staff grow 
to more than 400. 

Everett A. Moore, 57, former presi- 
dent of International Life of Phoenix, 
was killed when his plane crashed on 
take-off. He was sales manager of the 
Business Service Bureau, a bookkeep- 
ing ‘firm, 

Thomas S. Prouty, 73, owner of the 
Arthur W. Burke general agency in 
Boston since the death of Mr. Burke in 





~ 





V. L. Bushnell 


1933, died at his home in Concord, 

H., having been in retirement for 
the last few years. He began his insur- 
ance career with the John C. Paige & 
Co., agency, Boston, 38 years ago and 
with Mr. Burke formed the Burke gen- 
eral agency representing Aetna Life and 
affiliated companies. 





Karl Korrady 
Dies at 68 


Karl B. Korrady, assistant to the 
president of Central Life of Chicago and 
life insurance vet- 
eran of more than 
50 years, died at 
Henrotin hospital 
Saturday of a heart 
ailment. He was 
stricken a week 
earlier after return- 
ing from Peoria 
with Mrs. Korrady 
for a visit to their 
daughter and son- 
in-law, Mr. and 
Mrs. W. Stuart 
Reyburn. Mr. Kor- 
rady suffered a se- 
vere heat attack 
just a year ago, but was able to get back 
on the job two or three months ago. His 
age was 68. 

Mr. Korrady was born at Goshen, 
Ind., and went to work for the old Illi- 
nois Life at the age of 15. He devel- 
oped a talent for agency work and be- 
came one of the best known and best 
liked agency executives in the field. He 
was assistant manager of agencies, while 
the late R. W. Stevens was manager of 
agencies and O. J. Arnold, later presi- 
dent and now chairman of Northwestern 
National Life, was secretary of the com- 
pany. They comprised an_ effective 
team, and Illinois Life agents at their 
club meetings were wont to sing with 





Karl B. Korrady 
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gusto “Working, working every day— 
Arnold, Stevens, Korrady.” He was the 
original secretary of La Salle hotel, 
which was owned by Illinois Life. 

After 26 years with Illinois Life, Mr. 
Korrady went with Missouri State Life 
as Chicago manager and made his mark 
there, particularly in the development of 
brokerage business. His next move was 
to Connecticut General as Chicago man- 
ager. Then he served as aid to Gen. 
Abel Davis as receiver of Illinois Life 
and later as an attache of the Illinois de- 
partment he carried on receivership du- 
ties in connection with Peoria Life. 

Mr. Korrady next was with Illinois 
Bankers Life at the head office, then 
was vice-president and agency man- 
ager of Franklin ‘Life and since 1943 he 
had been with Central Life. 

Funeral services were held at Evans- 
ton, Ill., Tuesday. 





Harold A. Osborne, 52, formerly man- 
ager of Guardian Life at San Jose, Cal., 
died in Oak Knoll hospital, Oakland. 
He had been ill since March. He had 
been an agent in Oakland and San Jose 
before becoming Guardian’s manager at 
San Jose two years ago. He was a past 
president of the San Jose Life Under- 
writers Assn. 

Charles H. Brenenstuhl, 54, assistant 
superintendent of field service in the 
group department of Travelers, died at 
his home at Wethersfield, Conn., after a 
long illness. He joined Travelers in 1920 
after having served in the army in the 
first war and he was promoted to assist- 
ant superintendent in 1940. 

Maurice D. Donham, 81, for 40 years 
a representative of National Life of 
Vermont at Columbus, O., died there. 
In his younger days he was a leader in 
life insurance organizations in Colum- 
bus and central Ohio. 

Mrs. John D. Cramer, wife of the 
deputy commissioner of Indiana, died 
suddenly. 

James H. Guest, 70, who retired in 
1939 as assistant secretary and head of 
the claims department of Prudential, 
died at his home at East Orange, N. J. 
He had been with Prudential 44 years. 

Edward Cizek, 55, retired Union Cen- 
tral Life agent, died unexpectedly at his 
home at Hastings, Neb. He went there 
from Norfolk in 1941. 

Roy D. Hart, assistant secretary of 
United Benefit Life and formerly 
with the Nebraska insurance department, 
was found shot to death in his home at 
Omaha. A pistol was near the body. 
He had been ill for some time. 

Robert B. Cherry, 81, died at his home 
in San Antonio. He was a native of 
Iowa and had resided in San Antonio 41 
years. His father, John Cherry, was one 
of the first agents of Bankers Life of 
Iowa, and he became a member of the 
agency force at age 19 and at the time 
of his death had held a contract with the 
company continuously for 62 years. 

He introduced Bankers Life in south- 
ern Illinois, Missouri, and then Okla- 
homa, and last in Texas, having located 


in San Antonio, where for many years 
he and his son, R. H. Cherry, operated 
the Cherry & Cherry general agency, 
one of the company’s leading agencies. 

When Mr. Cherry, because of his ad- 
vanced age, felt it necessary to take a 
less active part in sale of life insurance, 
his son became assistant superintendent 
of agencies of the company. 


Karl Thompson, 51, general agent at 
Columbia, S. C., for Mutual Benefit 
Life, died of a 
heart ailment. Mr. 
Thompson had suf- 
fered a coronary at* 
tack about a year 
ago but had re- 
turned to active 
business life. 

General agent in 
Columbia and for 
South Carolina 
since 1940, Mr. 
Thompson had 
been with Mutual 
Benefit since 1920.° 
He started at At- 
lanta, and in 1930 





Karl Thompson 
was appointed district manager at Co- 


lumbus, Ga. He was a successful pro- 
ducer, writing $250,000 of business year- 
ly. In 1935 he took a leave of absence 
to join the government’s national emer- 
gency council. He returned to Mutual 
Benefit in 1938 and wag oppointed At- 
lanta agency supervisor in 1939. A 
year later he became agency supervisor 
for South Carolina. When M. B. Matti- 
son retired as South Carolina general 
agent in 1940, Mr. Thompson was named 
to that post. 

He served as vice-president of South 
Carolina Life Underwriters Assn. and 
as president of the Columbia associa- 
tion. In 1939 he was chairman of the 
agents’ committee which assisted in 
planning that year’s Mutual Benefit con- 
vention. 

Mr. Thompson attended Emory Uni- 
versity and served in the navy from 
1917 to 1919. 


Boyd M. Oglesby, 69, general agent 
for Provident Mutual Life at Harris- 
burg, died there. He was at one time 
advertising manager of the now sus- 
pended Harrisburg “Telegraph.” 








Prudential to Combine 
New York Group Offices 


Prudential will move its two Manhat- 
tan group offices, the eastern region 
office at 233 Broadway and the New 
York group sales office at 225 Broad- 
way, to new quarters in the Wadsworth 
building at 57 William street. The move 
is scheduled to take place the week of 
June 6. 

The move is motivated by the need 
for larger quarters, and will establish 
both offices at one address. The new 
office will contain 4,000 square feet of 
floor space, over double that of the two 
Broadway offices combined. It will serv- 
ice all the states along the eastern sea- 
board from Maine to Virginia, and part 
of Pennsylvania. 








SMALLER 
CITIES 


Offer 


producers. 


IOWA 
ARKANSAS 





812 Olive Street 





The best opportunities for great service by and substantial income to experienced 


Our Direct General Agents Contract is especially designed to meet this challenge. 


Attractive Territory Available In 


KENTUCKY 
LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 


W/S SOURIS FIRST WHOLLY MUTUAL LEGAL RESERVE COMPA 


Allen May, President 
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St. Louis 1, Mo. 




















A Greater Opportunity May Await You 
With Continental Assurance 


Continental Assurance ... one of America’s fastest growing 
life insurance companies . . . is today rapidly approaching the 
mark of a billion in force. Such immense progress has created 
new, outstanding opportunities for experienced life insurance 
men who seek richer futures. 


POSITIONS NOW OPEN 


SALARIED Intensive cultivation of 
SUPERVISORS territories from coast to 


coast permits constant 
expansion of our staff of state supervisors. 
Salary plus incentive increase plan. Complete 
welfare program provided. 


GENERAL Producers with executive 
AGENTS and organizational ability 
are invited to investigate 
the possibilities of a valuable Continental Assur- 
ance franchise. Policy equipment is unsurpassed. 
Cooperation and proved building formula is pro- 
vided by Home Office. Attractive commissions 
and unique pension plan. : 


DEPARTMENT Prominent mutliple line 
MANAGERS agencies, anxious to serve 


the life insurance needs 
of their clients, have asked assistance in finding 
capable, experienced men to head up their life 
insurance departments. We consider these posi- 
tions to be among the finest, most lucrative op- 
portunities in the life insurance field today. 


Find out what Continental Assurance has to offer you. Costs 
you nothing. May benefit you tremendously. Send a complete 
record of your background, life insurance production and ex- 
perience. All replies confidential. 


-— ey oe 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue 
Chicago 4, Illinois 


Over $300 Million Increase in Insurance in Force Last 24 months 
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Strictly 


Preferred Risk Whole Life 
Whole Life Convertible 


Regular 1 to 20 Year Term 
Renewal Term to 60 or 65 


Juvenile Plans 





Double Protection to 60 or 65 Single and Double Family Income 


CROWN LIFE 


cm INSURANCE COMPANY recut Cie 


The Crown Life is now licensed to operate in 
New Jersey — Ohio — Michigan — Indiana 


— Missouri — Minnesota — Washington — W. M. Jolly R. L. Jordan 


California — Texas — Louisiana — Idaho. 


- LIFE AGENCY CHANGES: 





Griswold to New 
Guardian Office 


Guardian Life has opened an agency 
at New London, Conn., with Richard W. 
Griswold as manager. It will be in the 
Dewart building. 

Mr. Griswold graduated from Yale in 
1919. After several years in advertising 
work he joined Guardian’s agency de- 
partment in 1927 and was promoted to 
assistant superintendent of agencies in 


Crown Life Policy Plans and Benefits TOEL. Wamtaare latct he war appointed 


manager in Washington, D. C., where 
he served as president of the District of 


are “modernized” to enable more of our Columbia Life Underwriters Assn, and 


was active in the managers’ association, 
and the C.L.U. chapter, and was in- 


representatives to better serve more of strumental in the founding of the Life 


Insurance & Trust Council there. | 
Mr. Griswold in 1941 became a lieu- 
tenant in naval intelligence. Released, 


their clients. They include: after four years,'as a lieutenant-com- 


mander, he joined the State Department. 
He had charge of the departmental in- 
telligence units in the American zone of 
occupation in Germany in the Frankfort 
area and later in Berlin. He recently re- 


Par, and Non-Par. signed as consular official in Bremer- 
, = haven. Since rejoining Guardian, Mr. 
Monthly Income Disability Griswold has been engaged in special 


field research for the agency department. 





Annuities and Pension Plans Life of Virginia Names 


re Peon Tey New Ordinary Managers 
— — Life of Virginia has appointed W. M. 


Atlanta, as manager of a new ordinary 
agency at Jacksonville, Fla., and R. L. 
Jordan, formerly with Mutual Life at 








New Orleans, as manager of a recently 
opened ordinary agency at Albany, Ga. 

Mr. Jordan graduated at Mercer Uni- 
versity. In 1932 he joined National 
Life & Accident, and was manager of 











Albany, Ga., when, in 1938, he resigned. 
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In 1939 he went with Mutual Life ang 
was serving as assistant manager at 
New Orleans prior to assuming his pres. 
ent post. He served in the army as a 
major. 

Mr. Jolly attended Georgia School of 
Technology and Draughon School of 
Commerce, Atlanta. During the war he 
was a Civilian employe of the quarter. 
master corps. He had been with New 
York Life at Atlanta since 1945 and 
was recently assistant manager. 





Royer General Agent of 
Occidental at Las Vegas 


A new general agency has been estab- 
lished at Las Vegas, Nev., by Occiden- 
tal Life of California with W. M. Royer, 
former Occidental district agent in 
southern Nevada, appointed general 
agent. 

He joined Occidental in 1946 and 
worked in the southern Nevada territory 
as a member of the Barr agency at Sac- 
ramento. He produced over a third ofa 
million paid volume in his first year and 
also placed two group cases. He had 
worked for Southern California Edison 
Co. for eight years prior to entering life 
insurance. He was president of the 
Boulder City Junior Chamber of Com- 
merce in 1944 and state president of Ne- 
vada Junior Chamber of Commerce in 
1945. 


Ross Heads New Cincinnati 
Office of Great-West Life ~ 


Great-West Life has opened a branch 
office in Cincinnati with Raymond D, 
Ross, Jr., as man- 
ger. Mr. Ross has 
been in the busi- 
ness in Cincinnati 
since 1929 and has 
been assistant gen- 
eral agent for John 
Hancock there, He 
has been a member 
of the Million Dol- 
lar Round Table 
Cincinnati is the 
third Great - West 
branch in Ohio, 
Others were opened 
in Columbus and 
R. D. Ross, Jr. Cleveland. 











Cox Named Supervisor 
Albert H. Cox has been appointed 
agency supervisor for the G. Archie 
Helland agency of Connecticut Mutual 
Life at San Antonio. He was sales 
manager for Ford Motor Co. at St. 
Louis before entering insurance in 1933. 
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AND YOUR OWN ANALYSIS SHOWS 
{T WILL TAKE AT LEAST $15,000 TO 
BRING YOU UP TO YOUR MINIMUM. 








1 LUKE THE WAY GRAPH-ESTATE SHOWS MY THAT’S THE TROUBLE, | CAN’T. MY 1 SEE WHAT YOU'RE UP AGAINST— 
WHOLE PROBLEM—AND | WISH 1 COULD BROTHER-IN-LAW’S IN THE BUSINESS BUT CAN YOUR BROTHER-IN-LAW 
BUY FROM YOU. —AND | GUESS THERE ISN’T MUCH SELL YOU 100% PROTECTION? 


DIFFERENCE IN YOUR COMPANIES. 
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He became a member of the Lowenstein 
agency there of Massachusetts Mutual, 
where he was a personal producer, su- 
pervisor and assistant agency manager. 
In the last war he served in the army 
air corps, being placed on inactive status 
with the rank of major in 1945, 

Following return to civilian status, he 
became’ office manager for Massachu- 
setts Mutual in Chicago. He resigned 
the post to go to San Antonio. He had 
served in the San Antonio area before 
going to England for overseas service 
in the air corps. 


“In N. Y. City Shift 











Shown herewith are the principals in 
the two-agency New York City expan- 
sion of 


Mutual Life, whose appoint- 





Cc J. Buesing A. H. Oberheim 


ments were reported in last week’s issue. 
Adam H. Oberheim becomes manager 
of a new agency at 44 East 23rd street, 
with A. H. Jones as associate manager, 
and Charles J. Buesing becomes man- 





P. D. Cunningham 


A. H. Jones 


ager at 135 Broadway, with Philip D. 
Cunningham as associate manager. 
Messrs. Jones and Cunningham were 
formerly co-managers of the 135 Broad- 
way office. The new setup gives Mutual 
six agencies in New York City, includ- 
ing one in Brooklyn. 





Hill Beneficial General 
Agent at Sacramento 


Beneficial Life has appointed Marion 
H. Hill general agent at Sacramento 
succeeding Woodrow M. Rigby, who 





MARION H. HILL 


has resigned to go into personal pro- 
duction. 

Mr. Hill joined the company last year 
after navy service, and finished fourth 
in the company in personal production. 


Washington to Home Office 
of National Equity Life 


E. Warner Washington, Jr. has been 
promoted to superintendent of agencies 
of National Equity Life. He has been 
agency supervisor. He joined the com- 
pany in 1947 and before that was gen- 
eral agent at Monroe, La., for Franklin 
Life. He is a graduate of the University 
of North Carolina and was a captain 
in the army during the last war. 


COMPANY MEN 


Willis Mutual 
Life Medical Chief 


Appointment of Dr. Richard L. Willis 
as chief medical director of Mutual Life 
is announced. He succeeds the late Dr. 
W. M. Bradshaw. 

Dr. Willis joined 
1922, as home office examiner. 
he became assistant medical 














the company in 
In 1929 
director 


JOHNNY GRAPH-ESTATE 4, 
‘THE CASE OF THE BROTHER-IN-LAW AGENT “ 








GUARDIAN WILL PROTECT YOU AS 
WELL AS YOUR FAMILY. IF YOU ARE 
































CAN YOU AFFORD 10 PASS UP THAT 
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and in 1929 he was appointed a medical 
director. 

He served as associate in medicine on 
the staff of New York Post Graduate 
Medical School and Hospital and is a 
graduate of University of Virginia with 
B.A. and M.D. degrees. He is the 
author of several articles on insurance 
medicine and his paper several years 
ago on coronary arteries disease is still 
being used as a reference. 


F. L. O'Neill to Head Office 


Foster L. O'Neill, assistant manager 
at Toledo for Mutual Life since 1945, 








Now Vice-President 





e 

S. E. Allison, whose 
election as vice- 
president of Life of 
Georgia was reported 
in last week’s issue, 
has been in the life 
insurance _ business 
since 1904, when he 
joined the actuarial 
staff of Canada Life. 
He continues as actu- 
ary of Life of 
Georgia. 





has been appointed assistant to Ward 
Phelps, director of training, with head- 
quarters at New York. Mr. O’Neill 
joined the Toledo agency in 1944, and 
is a member of the Top Club. 





Farrel, Mayer Promoted in ~ 
Group Dept. of Conn. Gen'l 


Connecticut General Life has, ap- 


pointed Ralph V. Farrel regional group 
sales manager in eastern New England 





R. L. Mayer R. V. Farrel 


and Robert L. Mayer assistant manager 
of the home office group sales depart- 
ment. 

Mr, Farrel is a graduate of Wesleyan 











Plank of 


Candidates come and go. Administrations veer to 
right or left. Orators declaim about new “planks” 
in old platforms. People say they have “had enough” 
and upturn a machine. But underneath it all, human 


needs remain the same. 


ing-kindness unto the next 


... and on life insurance. 


INSURANCE COMPANY 








children grow, mothers guide a family’s welfare. And 
fathers, by means of life insurance, project their lov- 


confusing change, through election years and all other 


years, good or bad, life insurance stands as the symbol 
of constancy. You can depend on men’s character 


GIRARD LIFE 





Men work and struggle, 


generation. In a world of 


PHILADELPHIA 
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“It is to laugh”... said Sam Giraffe... inhaling a blos- 
som rare..."I'm far above such sordid things...They’re 
none of my affair’...But for you and me...Down where 
we see... the uncertain facts of life...There’s protec- 

tion and assurance in B.M.A.’s 


complete insurance...for Accident, 
Health and Life. 


THE HOME OF COMPLETE PROTECTION 


B. M.A. BUILDING 
KANSAS CITY, MO. 














Cakes are made from various ingredients, but our cake 
contains—Special service—Sharp selling aids—A com- 
plete line of policies—A tried and tested recruiting plan 
—A proven training procedure. 


The “Icing” is the Pan-American Life’s 


NEW AGENT'S COMPENSATION PLAN 
BUILT FOR THE CAREER MAN 


LIFETIME COMPENSATION 
plus 
BONUS FOR QUALITY BUSINESS 


CONTINUOUS RENEWALS 
NON-CONTRIBUTORY PENSION 
DISABILITY BENEFITS 
DEATH BENEFITS 


How’s that for icing! 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans U.S. A. 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS KENNETH D. HAMER 
Executive Vice-President Vice-Pres. and Agency Director 


University and joined the Connecticut 
General’s home office group department 
in 1925. He has been in charge of group 
sales since 1941. His headquarters will 
be in Boston. Additional members of 
the regional group staff will be Sedg- 
wick S. Gordon and Robert A. Staples, 
assistant group managers, and Clarence 
B. Morgan, Jr., special group representa- 
tive. 

Mr. Mayer joined the company’s group 
department in 1936. He became special 
group representative in Detroit in 1938 
and group manager in Minneapolis in 
1941. After three years in the army, he 
returned to ‘Connecticut General as 
group manager in Chicago. 


Ohio National Appoints 
Johnson Assistant Secretary 


Ohio National has named Frank A. 
Johnson assistant secretary. Mr. John- 
son is manager of 
the policy depart- 
ment. He attended 
Cincinnati public 
schools, was gradu- 
ated from the Uni- 
versity of Cincin- 
nati and in 1933 
joined Ohio Na- 
tional in the actu- 
arial department. 
In 1936 he joined 
the policy depart- 
ment. 

In 1942 he en- 
tered the army and 
became a major. 


Murphy Asst. Gen. Manager 


P. F. Murphy, supervisor of Capital 
Life & Health, Charleston, S. C., has 
been promoted to assistant general man- 
ager at the home office. He is a veteran 
insurance man, having entered the busi- 
ness in 1921. 


R. D. Guibord Promoted 


Home Life has appointed R. D. Gui- 
bord assistant financial secretary. He 
has been with the company since 1901. 


Lew Wallace, Canada Life, Portland, 
was unopposed for the Democratic nom- 
ination for governor at the Oregon pri- 
mary. 








F. A. Johnson 











Equitable V.P. 


e 
J. H. Windsor. 


whose election as 
financial _ vice-presi- 
dent of Equitable of 
Iowa was reported in 
last week’s issue, has 
been with the com- 
pany since 1933 and 
became assistant su- 
perintendent 
of bonds last year. 




















Underwriting Manual 
Is Placed in Agents’ Hands 


The 1948 underwriting manual of 
Continental Assurance which is just off 
the press, has been placed in the hands 
of its agent. This symbolizes the princi- 
ple that Continental Assurance and 
Harry Dingman, vice-president and 
medical director, believe is destined to 
be more and more generally accepted, 
that is that a life insurance agent should 
be a real underwriter if he lives up to 
the name of his national association. 
The manual that is placed in the hands 
of the agents is the identical manual that 
is used in the home office everyday. 

The manual is written in the spright- 
ly, succinct, individualized style of Dr. 
Dingman and it is certain that it will 
be read thoroughly by the agents, not 
only for the ‘information to be gleaned 
but to enjoy in unexpected places the 
fine Italian hand of the author. 
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ACCIDENT 


Coffman St. Louis 
A. & H. Association Head 


Leo E. Coffman, Columbian Nationa} 
Life, has been elected president of A. & 
H. Underwriters Assn. of St. Louis. He 
succeeds Pearce H. Young, General 
American Life. Vice-president is Freq 
W. Von Harten, Mutual Benefit H. & 
A.; secretary, John H. Dugan, Genera] 
American; directors, Wellborn Estes, 
Occidental Life; Stanley Stuart, Genera] 
American Life; Claud Renow, Jr, 
hy saggy and Charles Kentnor, Aetna 

ire, 

Speaking on “Three Payrolls,” Irving 
R. Hicks, Occidental Life, who has been 
very successful in selling A. & H. and 
life insurance, told his experiences jn 
the field to demonstrate how these two 
forms can be combined for the benefit 
of insured and agent alike. 








Earle Bennett Heads 
Florida A. & H. Assn. 


At the annual meeting of Florida 
Assn. of A. & H. Underwriters at Mi- 
ami, Earle R. Bennett, general agent of 
Provident Life & Accident, Tampa, Fla, 
was elected president. Secretary is Fred 
Schippert, Provident L. & A., Times 
Bldg., St. Petersburg; treasurer, Wesley 
M. Knadle, Professional, Tampa; vice- 
presidents, Lester Watkins, Continental 
Casualty, and LaMar Allen, Profes- 
sional, West Palm Beach; C. B. Pepper, 
Mutual Benefit H. & A., Tampa: Lynn 
Golden, Jr., Mutual Benefit H. & A, 





Miami, and Al Cahill, Professional, 
Jacksonville. 
Union Head Raps Malone 


“PITTSBURGH — A hotel and res- 
taurant workers’ union, collecting 34% 
of its members’ payrolls from 42 res- 
taurants here has accumulated a “re- 
serve” of $14,000 in 12 months of opera- 
tion. John Kenny, president of Local 
237, AFL Hotel & Restaurant Employes 
Alliance, said surplus fund would be 
used to pay premiums for union mem- 
bers when they are sick or out of work. 

Kenny blasted Commissioner Malone, 
who refused to approve a similar plan 
for Pittsburgh hotels. “Why does Mr. 
Malone allow us to carry on this insur- 
ance program with 42 restaurants and 
throw out the same plan in our contract 
with the hotels?” Kenny asked. 





Knight at Youngstown 
Gilbert H. Knight, Federal Life & 


Casualty, Cleveland, president National |. 


H. Underwriters, ad- 
association 


Assn. of A. & 
dressed the Youngstown 
May 27. 


M. G. Olson to Milwaukee 


M. G. Olson, for seven years with the 
life and accident department of the Mc- 
Queen agency at Racine, has been ap- 
pointed manager of the A. & H. depart- 
ment of Continental Casualty at Mil 
waukee. He succeeds Paul R. Hogan, 
who has been transferred to Continental 
Casualty’s Cleveland branch. 


PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable ia 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
6230 Waggoner Drive Dallas 5, Texes 




















delegat 
Savann 


W.V 


The. 
the W 
Huntin; 
of June 
meeting 
to be a 


luncheot 
Life of. 


Agen: 

OMA 
sales co 
writers . 
hotel he 
welcome 
lowed b: 
ing the | 
the dire 
activities 
Sam B. 
Guarant. 
made 
speak o 
Means t 

At th 
noon in 


XUM 


ne 4, 194 


——s 








efit H. & 
1, General 
rn Estes, 
t, General 
now, Jr, 
yr, Aetna 


s,” Irving 
> has been 
& H. and 
riences in 
these two 
he benefit 


f Florida 
rs at Mi- 
| agent of 
mpa, Fla,, 
‘y is Fred 
\., Times 
r, Wesley 
ipa; vice- 
ontinental 
. Profes- 
3. Pepper, 
pa; Lynn 
H. & A, 


»fessional, 


Employes 
would be 
ion mem- 
- of work. 
r Malone, 
nilar plan 
does Mr. 
his insur- 
rants and 
r contract 
1. 


q 

1 Life & 
National 
iters, ad- 
ssociation 


kee 

; with the 
f the Mc- 
been ap- 
I, depart- 
+ at Mil 
. Hogan, 
ontinental 


Se 


RITER 








June 4, 1948 


17 





NEWS OF LIFE ASSOCIATIONS 





Fact-Finding Is Biggest 
Job, McFarland Says 


J. C. McFarland, Cincinnati general 
agent of Ohio State’ Life, addressed 
Wheeling (W. Va.) Life Underwriters 
Assn. on “Simple Programming.” 

He said it is impossible to over-em- 
phasize the importance of becoming a 
good fact-finder. “You just can’t have 
too much information regarding pros- 
pects,” he continued. He said his “Sim- 
ple Programming” method has been 
feld-tested over 10 years. 

Facts he ascertains are the prospect’s 
habits, attitude toward his family, gen- 
eral outlook on life, his children and any 
special aptitudes they possess, his hob- 
bies, his ambitions, his property, his life 
jnsurance—all are important. “The more 
facts you have about your prospect, the 
easier it is to find his most important 
problems and the easier it is for you 
to help him solve them.” 

Mr. McFarland advocates an _ inter- 
view under favorable circumstances. 
“Learn his pressing problems, make him 
recognize and admit them, then prove 
that your service will solve them—and 
much better than anything else.” 


Ga. Association Holding 
Annual Meeting at Macon 


MACON, GA.—Georgia State Assn. 
of Life Underwriters opened its annual 
meeting here Wednesday night with a 
dinner and dance. 

Thursday’s speakers were R. L. Walk- 
er, Orlando, Fla., Peninsular Life, on 
“Visual Selling”; Charles J. Currie, At- 
lanta, Mutual Life, on “The Objectives 
of National Assn. of Life Underwriters,” 
and Bobby Reese, Life & ‘Casualty, on 
“Securing Quality Business.” 

The luncheon speaker was W. Shef- 
feld O'lwen, Atlanta, director of agencies 
of Life of Georgia, on “The Common 
Denominator.” ie 

All 18 local associations comprising 
the state body were represented by large 
delegations. President Carl W. Seiler, 
Savannah, presided. 





W. Va. Congress Program 


The program has been completed for 
the West Virginia sales congress at 
Huntington, June 18-19. The afternoon 
of June 18 there will be an organization 
meeting of general agents and managers 
to be addressed by Newell C. Day, gen- 
eral agent for Equitable Life of Iowa 
at Davenport. Later there will be a 
directors’ meeting and then a social hour 
and dinner at which Mr. Day will also 
be the speaker. This will be followed 
by a business session and election of 


_ officers. 


Next morning there will be a C.L.U. 
breakfast with Charles L. Viles of Is- 
land Creek Coal Co., who is teaching a 
C.L.U. study group, as speaker. 

At the sales congress there will be 
talks by Gilbert Gerhold, by Commis- 
sioner Butler, and by Don C. Kite of 
New York Life who is life member of 
Million Dollar Round Table. The 
luncheon meeting will be addressed by 

A . White, secretary of Peoples 
Life of Washington, D. C. 





Agenda for Neb. Assn. 


OMAHA—tThe annual meeting and 
sales congress of Nebraska Life Under- 
writers Assn. June 12 at the Fontenelle 
hotel here will open at 10 a.m. with a 
welcome by Mayor Cunningham, fol- 
lowed by the business meeting. Follow- 
ing the election of officers the latter and 
the directors will discuss and outline 
activities for the coming year, President 
Sam B. Starrett, Jr., general agent of 
Guarantee Mutual Life at Omaha, will 
er nide at the luncheon, at which Rev. 

. W. Condit of Parsons, Kan., will 
speak on “What My Life Insurance 
Means to Me.” . 

At the sales congress in the after- 
noon in conjunction with the Nebraska 


‘ 
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Round Table there will be a program- 
ming clinic conducted by A. F, Priebe, 
Penn Mutual, Rockford, II. 


Glading Phila. Nominee 


B. N. Woodson, vice-president Com- 
monwealth Life, will speak at the an- 
nual luncheon meeting of Philadelphia 
Assn. of Life Underwriters June 17. The 
slate of officers to be voted on is: 
President, T. B. Glading, Penn Mutual; 
vice-presidents, V. L. Phillips, Occiden- 
tal Life, and Paul Wechsler, Fidelity 
Mutual, and treasurer, A. P. Fish, Pru- 
dential. 








Lynchburg, Va.—Norvell T. Dowdy is 
the new president. Thomas M. Funk and 
J. D. Garmey are vice-presidents; M. 
Ralph Mays, secretary. TT. F. Harwood 
is retiring president. 

Seattle—John OO. Wilson, recently 
tranferred to Seattle to become general 
agent of Mutual Life, spoke on “Voli- 
tional Competence”. 

W. M. Cowley, chairman of Leaders’ 
Round Table of Washington, reviewed its 
activities Membership is now the larg- 
est ever recorded, according to Cc. L. 
Hagstrom, president. 

Bay City, Mich.—All officers were re- 
elected at the annual meeting: President, 
J. L. Johnson; vice-president, Chester 
Brunette; secretary, Fred Neumann. Jake 
Seeburger, Midland, who led producers 
of the Western & Southern Life in 1947, 
gave a talk. 

Kalamazoo, Mich.—Charles B. Wylie 
as president succeeding Robert Powell. 
Vice-president is J. M. Handler; secre- 
tary, E. A. Snow. R. J. Richardson was 
reelected national committeeman. A life 
membership in the Life Insurance Lead- 
ers of Michigan was presented to Mr. 
Richardson. 

R. H. Wertz, Detroit, Michigan mana- 
ger Reliance Life, spoke on “Who Am 
I?”, stressing the vital position occupied 
by life agents in the nation’s family and 
industpyial life. 

Savannah, Ga.—<Alton O. Forehand is 
the new president; William I. Miller, 
vice-president, Lawrence M. Steinheimer, 
Jr., secretary. 

Southern Wisconsin—Ferris Hitchcock, 
Prudential, was elected president at the 
annual meeting at Beloit. Earl L. Rice, 
New York Life, is vice-president and 
William Goers, Bgnkers of Iowa, secre- 
tary-treasurer. 

Dr. David W. Soper of Beloit College 
gave an inspirational talk. Ten members 
received their national quality award 
certificates from J. W. Allen, New York 
Life. 

Raleigh, N. C.—Obie Harmon, Equit- 
able Society, is the new president; Hocutt 
Bell, American National, 1st vice-presi- 
dent; Glenn Bogasso, Aetna Life, 2nd 
vice-president; Jack Wardlaw, Provident 
Mutual, secretary-treasurer; George 
Elliott, Jefferson Standard, national 
committeeman. 

Memphis, Tenn.—‘“Salesmen of life in- 
surance are selling a needed and valu- 
able service, backed up by the largest 
and strongest institutions in the coun- 
try,” Enoch Brown, president of Memphis 
Publishing Co., publisher of the “Com- 
mercial Appeal,” declared. 

Erie, Pa.—John P. Ryan, southeastern 
regional supervisor of John Hancock 
Mutual Life, spoke on “Motivation.” 

Athens, Ga.—Sam B. Wilson, Equit- 
able Society, has been elected president; 
B. Richard Bloodworth, Jr., Northwest- 
ern Mutual, vice-president; Talmadge R. 
Hagler, Life of Virginia, secretary; C. 
M. Ridlehuber, Carolina Life, national 
committeeman. 

Winston-Salem, N. C.—Carl F. Riddle 
was elected president; Royal Brown and 
J. B. Stuart, vice-presidents; Rugels 
Baker, secretary. 

New Orleans—Wallis Boileau, Jr., 2nd 
vice-president of Penn Mutual, spoke on 
“It’s Up to You.” About 200 attended. 

Uitea, N. ¥.—Howard L. Wiley, gen- 
eral agent of Massachusetts Mutual, 
spoke on “Our Public Relations Pro- 
gram.” 

Louis Wineburg, president, reported on 
progress in establishing a life under- 
writers training course. 

Roanoke, Va.—New officers are: R. N. 
Flickinger, Norfolk, president; J. A. Pat- 
terson, Danville, first vice-president, and 
Paul C. Agee, Roanoke,’ second vice- 
president. 
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HERE’S ONE 
YOU DON’T HAVE! 


Home Owner’s Protection. 

Not just another mortgage 
redemption policy rider or 
adaptation of conventional 
coverages to the mortgage 
problem. 

The CENTRAL LIFE 
Home Owner’s Protection 
plan is a program tailored to 
the specific needs of the 
Home Owner. No require- 
ment of surplus coverage to 
care for possible hazards .. . 
The CENTRAL LIFE plan 
covers the actual hazards at 
amazing low cost. 

Issued ONLY to bona fide 
mortgagees. 


CENTRAL LIFE 
Company 
ILLINOIS 


Founded 1905 
Alfred MacArthur, President 
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Vacation Time... 


First South and Main 
Ray H. Peterson, President 








Each year leading Pacific National Producers and their wives 
enjoy a fully paid vacation at an outstanding resort. Our 
1948 convention will be held at the beautiful Hotel Colorado 
at Glenwood Springs, June 20, 21, 22 and 23. 


Ask any Panlaco representative if it is worth the effort to 
qualify. If you are qualified and desire a connection with.... 


A STRONG COMPANY BUILDING A STRONG WEST 
Write or Wire.... 


HOME , OFFICE 


Streets Salt Lake City 1, Utah 


Kenneth W. Cring, Supt. of Agencies 
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Columbus Managers Elect 
Stieglitz as President 


Robert P. Stieglitz, New York Liie, 
has been elected president of Columbus 
(O.) Life Managers & General Agents 
Assn. V. C. Smith, Equitable Society, 
is vice-president and Clifford C. Wharff, 
New England Mutual, secretary-treas- 


urer. Mr. Wharff, C. Harry Emanuel- 
son, Massachusetts Mutual, and G. A. B. 
Woodley, Midland Mutual, are directors. 





Springtield Managers Meet 


Frank Tombs, local division manager 
of Research Institute of America ad- 
dressed the Springfield (Ill.) General 
Agents & Managers Assn. on the new 
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federal tax law and how it affects the life 
insurance business. He pointed out 
many ways in which the new law affects 
the planning of estates advantageously. 


Hold Los Angeles Outing 


The Life Insurance Managers Assn. 
of Los Angeles had its annual play day 
at Bel Air Country Club with more than 
80% of members in attendance. In ad- 
dition to golf, there was the annual din- 
ner and entertainment. 

T Hammond of the Hammond 
agency of Aetna Life won low gross 
golf prize; Harold Morgan, Hays & 
Bradstreet agency of New England Mu- 
tual, low net; R. H. Bradstreet of that 
agency, blind bogey; Charles Herman, 
least number of putts, and F. A. Mc- 
Master, general agent Ohio National, 
was voted the best dressed. 

President W. L. Murrell, general 
agent Mutual Benefit, was in charge of 
festivities, 








To Hold Celebration Dinner 


Observing the completion of its suc- 
cessful course on public relations, San 
Francisco Life Agency Cashiers’ Assn. 
will hold a “celebration dinner” June 8. 


~ POLICIES 


Baltimore Life Industrial 
Dividends Are Declared 


All industrial policyholders of Balti- 
more Life whose policies were issued 
before Jan. 1, 1939, and whose premiums 
dre due and paid through the week of 
June 30, 1948, are eligible to receive 
dividends (no dividends on non-premium 
paving policies). 

Dividends may be used to purchase 
one year term insurance, to pay pre- 
miums, or may be paid in cash. 

The amount of dividend is shown in 
the following schedule: 











Equal to Equal to 

Year of Prem.for Year of Prem. for 

Issue Weeks Issue Weeks 
1934-11938 3 1904-1908 9 
1929-1933 4 1899-1903 10 
1924-1928 5 1894-1898 11 
1919-1923 6 1889-1893 12 
1914-1918 7 1884-1888 13 
1909-1913 8 1879-1883 14 





Great Amer. Reserve Has 
New Mortgage Policy 


Great American Reserve of Texas is 
issuing a mortgage protection policy 
with initial insurance of $1,000 reducing 
$40 annually to $400 regular ordinary 
life insurance at the end of 15 years. 
Minimum initial amount of insurance is 


$2,500. Premiums, | which are level 
throughout the lifetime of the insured, 
are: 

Age 

20..$ 8.14 28..$ 9.78 36..$12.383 44..$16.67 
21.. 8.32 29.. 10.04 37.. 12.74 45.. 17.42 
22., 8.50 30.. 10.31 38.. 13.19 46.. 18.24 
23.. 8.68 31.. 10.60 3 13.67 47.. 19.13 
24.. $8.88 32.. 10.90 40.. 14.18 48.. 20.09 
25:,. 9.09: 33.. 11.23. 41.. 14.73  49.. 21.18 
26.. 9.81 34.. 11.57 42.. 15.83 50.. 22.27 
27.. 9.54) 35.. 11.94 43.. 15.97 





Boston Mutual Raises Limits 


Boston Mutual Life has increased its 
limits to $50,000, effective immediately. 
The change in maximum limit of issue 
is for individual applicants on life and 
endowment plans. Limits for term in- 
surance, including family income riders, 
will remain at $25,000. 


CHICAGO 


PARSONS AGENCY HEARS TAX TALK 


Agents should be extremely cautious 
about advising a client to give up ad- 
vantages of soundly designed settlement 
agreements in order to qualify for the 
estate tax marital deduction, Marc A. 
Law of the Parsons agency of Mutual 
Benefit Life in Chicago, warned at a 











meeting of the agency. He pointed oyt 
that it might often be better for a man 
to leave his estate liable for a tax of 
several thousand dollars than to disrupt 
his insurance program. 

Mr. Law, who is an expert in the field 
of business insurance, estate planning, 
and pension trusts, advised the agents 
to study the fundamentals of the new 
law because circumstances of individual 
estates vary so much that it is unsafe 
to make any generalizations, other than 
that the law does tend to minimize the 
taxes at the death of the first spouse to 
die. However, the latter fact tends to 
throw an increased tax on the. wife's 
estate, thereby creating an opportunity 
to sell insurance on the wife. He also 
mentioned the increased gift exemptions 
resulting from joint gifts and said that 
insurance could be used in many such 
situations. 





MASS. MUTUAL MEN AT FRENCH LICK 


The two Chicago agencies of Massga- 
chusetts Mutual Life were represented 
at the company’s convention at French 
Lick Springs, Ind., this week by five 
agents each, in addition to General 
Agents Howard Kelley and E. wW. 
Hughes. Qualifiers from the Kelley 
agency are Thomas C. Smith, J. F. Tru- 
man, J. N. Rawleigh, H. W. Anderson, 
and J. S. Smith; from the Hughes 
agency, W. H. White, supervisor, Mau- 
rice Paine, A. J. Kerkis, John Gold- 
bacher and J. W. Ensminger. 


NEW YORK 


NEW HUBER SUPERVISOR 








The Solomon Huber agency of Mu- 
tual Benefit Life in New York City has 
anpointed Solomon 
Schoenberg super- 
visor of prelimi- 
nary training. 

A unit of four 
men, new to the 
business, will be 
housed in another 
part of the building 
which ‘houses the 
agency and will re- 
ceive six weeks of 
intensive _instruc- 
tion in wills, trusts 
and planning with 
insurance pro- 
ceeds. Thereafter 
they will be eligible for admission to 
the company’s three week analagraph 
course. After a year with the anala- 
graph, qualified agents will be trans- 
ferred to the principal unit, which deals 
exclusively with estate planning through 
analysis and integration of all types of 
property. 

Mr. Schoenberg was in banking and 
served as an. 
home office instructor in the field train- 
ing division of Metropolitan Life. A 
C.L.U., Mr. Schoenberg is an alumnus 
of Columbia and City College, New 
York. 


S. Schoenberg 





Attorneys N. O. Speakers 

The New Orleans C.L.U. chapter will 
hold a dinner meeting June 11. All can- 
didates who have taken examinations 
have been invited to attend. Two attor- 
neys will speak, Charles Kohlmeyer, Jr., 
on “Historical Outline of Succession,” 
and John M. Wisdom on “Revenue Act 
of 1948,” 


VA Issues Pamphlet 


Veterans administration has issued 4 
50-page booklet bringing up to date the 
information on National Service Life 
insurance. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
4 Legal Reserve Fraternal Benefit Society 
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_ FRATERNALS 


F.LC. Designation Awarded 
to 62 Novitiates 


Certification of 62 new F.I.C. (fra- 
ternal insurance counselor) awards is 
reported by J. E. Little, of Maccabees, 
secretary-treasurer Fraternal Field Man- 
agers Assn. There now are 582 F.I.C.s, 
an increase of 117 since the Detroit 
convention of National Fraternal Con- 
gress in 1947. The novitiates are: 

Aid Assn. for Lutherans—Harlan W. 
Schebie, Wm. A. Vellrath, Victor E. 
Wind, John J. Zubick, James V. De- 
Swarte, Robt. O. Steinwedel, T. Willard 
Bosse, Henry H. Hasse, Everette K. 
Jorgensen, Forrest E. Winters, Otto E. 
Wirgau; Fidelity Life Assn—Mat. J. 
Kallestad, Phil Libby, Oliver W. Pan- 
kratz, Charles R. Jackson; Lutheran 
Brotherhood—Floyd W. Berhow, George 
E. Perron, John Lienemann, Oscar Ly- 
ders, Erwin Fruehling, Arthur T. Nel- 
son, Edgar O. Samuels, Alvin M. Paul- 
son, Clifford A. Petersen, Rudolph Emil 
Wicklund, William G. ‘Frank, Noel 
Thorpe, Russell Anderson, Albert C. 
Auch, ‘Milton A. Brott, Clarence R. 
Ferg, Donald C. Jesperson. 

The Maccabees—Fernand Brouillette, 
Rene Duchesne, A. K. LaFlamme, Emile 
Loiselle, C. F. Paquette, Horace R. 
Ross, C. Robert Young. Modern Wood- 
men of America—C. H. Patterson, W. 
H. Turner, Francis Ortman, E. M. Mor- 
ris, Jr.; Woodmen Circle—Bessie G. 
Dolan. Woodmen of the World Life— 
James W. Barton, Jerome J. Israelson, 
Kennery Patterson, W. D. Shannon, 
Harold C. Watson, G. R. Hogan, Sr., S. 
W. Hooper, Jr., M. P. Laster, Hiram 
A. Melvin, T. E. Newton, Jr., Melvin 
T. Oakes, Clifton McNeely, D. A. Pope, 





Garvis O. Harris, C. Wayne Bryan, 
Oliver P. Savoie, ‘C. L. Sinclair, Sam 
Stigall. 


Sons of Hermann Name 
Keller Nebraska Chief 


LINCOLN, NEB.—Paul L. Keller 
of Omaha was elected grand president of 
Sons of Hermann at the state conven- 
tion here. Gov. Peterson spoke at the 
banquet, calling for production to main- 
tain, expand and diffuse the high stand- 
ard of American living. 

A resolution urging congress to permit 
immigration of a “fair share of Europe’s 
displaced persons” headed a list of pro- 
posals approved. The group asked for a 
50% reduction in postage rates paid on 
relief shipments for Europe. Another 
resolution urged the government to de- 
clare an end to policies of mass repres- 
sion, reprisal and punishment and to in- 
augurate a national policy based on 
friendship, support and aid to the Ger- 
man and Austrian people. 

Other newly elected officers are C. G. 
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GROUP MEN 


One of the most progressive and liberal 
life insurance companies has several 
important openings for experienced 
group men in the Middle West and East. 
Good salary and bonus plan. Inquirers 
should give full particulars including re- 
cent photograph and starting salary ex- 
pected. All inquiries will be held in 
strict confidence. Our men are ac- 
quainted with this ad. Address Q-53, 
The National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 

















Unusual opportunity for Agency Supervisor 
who has the ability to train and direct the 
Gctivities of high caliber agents. 
Ron Stever Agency 
The Equitable Life Assurance Society 
41l West Fifth Street Los Angeles 13 
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Rohde, Columbus, grand ex-president; 
Emil E. Mueller, Columbus, first vice- 
president; William Ebel, Scribner, sec- 
ond vice-president; Carl Niemann, Grand 
Island, trustee; W. D. Eggert, Colum- 
bus, secretary; R. C. Hoehne, Stanton, 
treasurer; W. R. Schroeder, Grand Is- 
land, conductor; Ernest Peters, Grand 
Island, inner guard; Jacob Becker, 
Stanton, outer guard. 


Liebold Indiana Manager 
for Maccabees 


Maccabees has appointed Frank J. 
Leibold, Sr., of Indianapolis as manager 
for Indiana. He has been a member 
for about 37 years, and has been dis- 
trict manager, and is a past commander 
of his local unit in Indianapolis. 

Mr. Leibold is vice-president of Indi- 
ana Fraternal ‘Congress. For many years 
he was Indiana’s sales representative 
for Lowe Brothers Paint ‘Co. From June, 
1945, to January, 1947, he was con- 
nected with ‘the O’Neil Duro Co., Mil- 
waukee, as industrial engineer, and since 
January, 1947, he has been operating 
a local jobbing business. 

In 1936 he conceived the idea of buy- 
ing a home for the local unit of Macca- 
bees in Indianapolis and enlisted the co- 
operation of local units and active offi- 
cers. The home was purchased and 10 
years later the mortgage was burned. 


Marion Kostecki, 66, leader in Polish- 
American groups, died at Chicago. He 
was assistant secretary general of Polish 
National Alliance of that city. 


Mich. Actuaries Elect 


The Michigan Actuarial Society at its 
meeting at Detroit elected Thomas S. 
Edwards, actuary of Michigan Life, 
president; Prof. Cecil J. Nesbitt, Uni- 
versity of Michigan, vice-president; A. 
F. Reinhard, Federal Life & Casualty, 
secretary, and F. W. Hamm, Detroit 
cjty pension bureau, treasurer. 


Travelers Raises Raymond 


Richard T. Raymond, who has been 
in the group service department of 
Travelers at Cincinnati, has been pro- 
moted to group service manager at Los 
Angeles. Mr. Raymond has been with 
Travelers since graduation from the 
University of Illinois 20 years ago with 
the exception of five years’ army service 
from which he emerged a major. 














Nason B.A.R.E. Treasurer 


John H. Nason has been elected treas- 
urer of Benefit Assn. of Railway Em- 
ployes, succeeding A. Bloomfield. John 
W. Crews has been elected a director, 
succeeding Mr. Bloomfield. 

There is nearing completion a three- 
story addition to the home office of 
B.A.R.E. providing about 25,000 feet of 
additional space. 


Discusses New Tax Law 


The interest life men have in effects 
of the 1948 revenue act was indicated by 
an almost record turnout of the Los 
Angeles C.L.U. chapter to hear Powell 
E. Smith, counsel Occidental Life. He 
spoke on effects of the act on settlement 
options. 

This is a new law, he said, which the 
courts have not had opportunity to 
pass on, and the Treasury has not yet 
issued interpretations of the amend- 
ments. 

He discussed rulings of the internal 
revenue bureau which subsequently were 
wthdrawn. 

He concluded that until Treasury reg- 
ulations are issued clarifying some points 
the only safe course to follow is to see 
that proceeds payable to the spouse, 
whether community property or not, 
qualify for the marital deductions, and 
advised agents to go slowly in advising 
clients to make changes in connection 
with the new, law. 


W. Paul Stillman, chairman of Mu- 
tual Benefit Life, has been named chair- 
man of New Jersey Heart Assn., the 
headquarters of which are in the Mutual 
Benefit building. 








Our production goal is 
the winning of a multitude 
of new friends. 


THE OHIO NATIONAL LIFE 
INSURANCE CO. 
CINCINNATI, OHIO 

















HOME 


where you hang your heart — the spot 
with its trials and triumphs — its pride 
and humility — its secrets, its hopes 
and the unshakeable loyalty of people 
who stick together — the place of tan- 
gible and intangible treasures. 


If you are interested in guarding the 
intangibles of that home — a mother's 
time, the smile of a child, the sense of 
happiness that comes with the knowl- 
edge of being loved and protected— 
get in touch with Peoples Life. They 
know the answer and you will find it 
pays to be friendly with 
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“The Friendly Company” 
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Mass. Mutual Life Holds Three-Day Rally at French Lick 


(CONTINUED FROM PAGE 1) 





only” payor benefit. This new “death 
or disability” payor clause will be re- 
stricted to standard male lives, but the 
“death only” clause will be issued on 
female lives and on substandard lives. 
The company plans to issue a 5-year 
renewable term policy, a series of fam- 
ily income riders which may be attached 
concurrently to most permanent plans 
of insurance, and substandard converti- 
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CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 
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Harry S. Tressel & Associates 
Certified Public Accountants 
and ries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4028 

Harry S. Tressel, M.A.1.A. 
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INDIANA 
Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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MICHIGAN 
ALVIN BORCHARDT 
Consulting Actuaries 
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ble term policies, although the com- 
pany is not making a bid for term busi- 
ness. The new 5-year renewable and 
convertible term policy will be issued 
at ages 20 to 55, inclusive, on standard 
male lives only and, although it will be 
renewable to age 65, it will be converti- 
ble only to age 62. 

Mr. Kalmbach, who joined the com- 
pany in January, was given an enthusias- 
tic reception. He made a highly favor- 
able impression. 


CHESTER O. FISCHER 


Never has the life insurance policy 
been a more vital and important factor 
in the social and economic security of 
our citizens, said Chester O. Fischer, 
vice-president, in closing the conference. 

Implicit in the basic freedoms set 
forth in the bill of rights is freedom of 
enterprise founded on private ownership 
of property, he said, and this has cre- 
ated the incentive of free men to work, 
to invest, and to provide the good things 
of life for themselves and their families. 
Life insurance is a product of this phil- 
osophy which fortifies citizens against 
dependency upon paternalistic govern- 
ment care. 

In discussing the outlook for the bal- 
ance of 1948, Mr. Fischer quoted head- 
lines of 1920, strikingly similar to those 
of today. He said that in true American 
style, we will master today’s problems 
as we did those of the past, perhaps 
with more permanent success. He said 
that our national income, after taxes, is 
$188 billion, compared with $70 billion 
in 1939, and noted that tax cuts under 
the revenue act of 1948 leave an extra 
$279 million in taxpayers’ pockets each 
month. 


Vital Place of Insurance 


“The true worth of this nation is in its 
people. It is in their faith and ambition 
and character,” he said. “It is in their 
reliance in the fundamentals of their 
democracy and their devotion to its 
principles. It is the lack of these ideals 
and hopes which has brought about 
much of the grief and chaos in those 
lands which have fallen under the pow- 
er of dictators. We are the most for- 
tunate people in the world, because we 
have built for ourselves faith, confidence, 
and financial security which make us 
able and willing to exercise our ingen- 
uity and initiative. And that is where 
your service as the field forces of life 
insurance plays such a vital part. As 
you go actively about your work, with 
determination, you carry the message of 
democracy and free enterprise, you give 
to men the security and self-reliance 
they crave, helping to build strong 
those qualities which are fundamental. 

“Never has it been more essential 
that life insurance, the bulwark of 80% 
of estates left at death, be soundly and 
intelligently fitted to needs, though the 
service of men trained for the task. 
Now, as always, is a time for continu- 
ing study and mastery of their work, by 
life insurance field men. 

“There are those who feel that the 
comparatively comfortable non-competi- 
tive days of the immediate past have 
gone and that we may expect intense 
competition in the days ahead. If so, 
may we say that we have passed from 
the soft days to the good days. Real 
life underwriters have never quailed at 
the thought of competition. As a matter 
of fact, general business activity and 
healthy competition are the very life 
blood of free enterprise. Let us once 
again get excited about this great work 
of ours. Let’s remember that freedom 
of enterprise is another name for free- 
dom of opportunity. These are days of 
great opportunity and great challenge. 
Here is a work so big, so exciting, so 
all encompassing, so absorbing, so vital, 
that it demands the utmost from all of 
us. Now let’s meet our responsibilities 
and do the job.” 

Heman T. Powers of New York and 
Cleveland, who publishes an estate an- 








alysis system, stressed the value of 
analyzing the prospect’s estate, showing 
him what needs to be done, and leaving 
the bulk of the actual planning to the 
attorney and trust company, with the 
agent of course retaining control of the 
case. This is done by the agent’s get- 
ting specific authorization from the pros- 
pect to consult with the latter’s lawyer 
and then putting the estate through a 
hypothetical probate to show what 
would happen to the estate in its pres- 
ent set-up. In this way the agent re- 
spects the lawyer’s field and avoids the 
possibility of unauthorized practice of 
law. He emphasized the need of bring- 
ing home to the prospect that it is the 
post-probate estate that counts and also 
the spendable income that the bene- 
ficiaries can be sure of. He recom- 
mended the use of verbal, proof stories 
in explaining points to prospects. 

Paul F. Millett, Chicago attorney and 
co-editor of Spindell-Millett Service, 
stressed the sales opportunities result- 
ing from the Taft-Hartley law. He 
pointed out that any employer-contrib- 
uted funds for non-occupational union 
benefits must be underwritten by an in- 
surance company under the law and 
that this means that it might be well 
to call on union leaders as a new type of 
prospect. He expressed the belief that 
the Inland Steel decision, if it is upheld 
by the U. S. Supreme Court, will mean 
a great deal more business, since it will 
mean that benefit programs will have 
to be the subject of bargaining negotia- 
tions. 

Mr. Millett suggested using a flexible 
provision to obtain the maximum mari- 
tal deduction, where this is desired al- 
though he said that he was not entirely 
satisfied with any wording that had thus 
far been offered to effect this end. He 
recommended using what he called a 
“wasting asset” for the part of the 


estate that would be subject to the mari. 
tal deduction and hence ordinarily in. 
cludible in the wife’s estate at her death 
the other portion of the estate to con. 
tain accumulatthg assets. He warned 
against the use of the common disaster 
clause where the marital deduction js 
involved, saying that it might endanger 
the deduction. 

Theo. M. Green, Oklahoma City, pre. 
sided at the opening session. Mr. Fischer 
conducted the court of honor, giving 
special recognition to outstanding ac. 
complishments of field men. C. Lowell 
McPherson, training consultant, dis. 
cussed new Sales illustrations for field 
use. John E. Bromley, co-general agent 
at Battle Creek, handled the subject of 
business life insurance and explained his 
method of selling it. 5 

John D. Finlayson, Detroit, presided 
at the C.L.U. luncheon and Walter A, 
Craig, editor of the “Journal” of the 
American Society of C.L.U., was the 
guest speaker. 

At the banquet Monday evening, 
Wrayburn M. Burton, agency secretary, 
was toastmaster, and President Maclean 
presented service emblems to represen- 
tatives with the company 25 years or 
more. There was an excellent amateur 
show. - 

Frank A. Conerton, manager of group 
sales, discussed group department activ- 
ities and plans for increasing sales. Mrs, 
‘Nathan S. Bienstock, whose husband is 
with the Keane agency in New York 
City, told how wives ‘can best aid their 
husbands in being successful agents. 
Harry R. Van Cleve, Los Angeles, spoke 
on the agent as an executive, saying this 
means recognizing the importance of 
planning and developing the will power 
to keep on planning. 

Besides Mr. Green the chairmen at 
the various sessions were C. L. Hag- 
strom, Seattle; T. Loehl O’Brien, Wash- 
ington, A. B. Coffman of Philadelphia, 
and Nathan S. Bienstock, New York 
(City. 

The company’s general agents were 
scheduled to meet Thursday. 
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PROFESSIONAL TRAINING 
for a PROFESSIONAL CAREER 


At Mutual Life we appreciate that certain 
native abilities are essential for success in a life 
insurance selling career. We look for those 
particular abilities—through aptitude testing 
and specially conducted interviews—whenever 
a prospective Field Underwriter is being con- 
sidered for appointment. 


But a Mutual Life Field Underwriter is 
expected to do much more than sell life insur- 
ance policies. He must develop a thorough 
knowledge of life insurance; he must learn to 
apply life insurance to satisfy human needs; he 
must learn to coordinate life insurance with 
other types of assets, to provide his policy- 
holders with maximum value and protection. 


Those are the objectives of our 3-year on-the- 
job training program. 


The training schedule is a demanding one, 
which includes: 3 years of carefully supervised 
study and field work, 6 periodic regional sem- 
inars conducted by representatives of the 
Home Office Training Division, and 11 written 
examinations. 


The completion of the program gives each 
new Mutual Life Field Underwriter a thorough 
grounding in life insurance fundamentals, tax 
and business insurance, and the principles of 
his Company’s operations. We believe it quali- 
fies him to perform a public service that is 
professional in concept and practice. 


Our 2nd Century of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


34 Nassau Street, New York 5,N.Y. Preonened, I Pncome Alexander E. Patterson, President 
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By L. Opie Chancellor, Washington, D. C. 


You don’t have to be a “super salesman” to sell life 
insurance—far from it. Not that being a “super sales- 
man” doesn’t help—but I like to think that even a 
beginner like myself has an opportunity to do a 
fairly acceptable job in this great business of ours. 

Make enough calls on the right people, get the 
resulting sales interviews, say the right thing at the 
right time, and the sales will follow! 

I can not too heartily recommend the full use of 
the Chart for Living Programming 
Plan. The psychology of the Chart 
approach, and the logical presentation 
that follows help the prospect to sell 
himself. We merely ask him about his 
family’s minimum needs, and then fol- 
low that up by having him tell us what 
he has done to provide for those needs. 
With very few exceptions, you will find 
that your prospect is faced with a 
deficit. 

I entered the business in 1946, Dur- 





ing the last six months of that year, 15 Chart sales 
were made for a total volume of $153,374 — or an 
average Chart case of better than $10,000. 

In 1947 I sold 24 Chart cases for a total of 
$330,000—an average sale of nearly $14,000. In short, 
during my limited experience in the life insurance 
business, I have paid for a total of more than a 
million of insurance, and the Chart for Living has 
accounted for better than $480,000 of that volume. 
These facts verify my enthusiasm for 
this great programming service. 

Again, I say, it really doesn’t require 
“super salesmen” to sell life insurance. 
We have a wonderful product that sells 
itself, if properly explained, to a public 
that is definitely in need of security. 
Then too, we are fortunate in having a 
great company behind us. In other 
words, all we need to do is to use good 
common sense, organize our time and 
work! 


Sales Ideas From “Provident Notes’ 
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